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Sparks 


Packard Reports Progress 
Packer’s Success Story 
Ross Roy in New Role 

New York Times Entertains 


| By 
| Chris Sinsabaugh 


“THREE hundred and ninety new 
ialers have been added to Packard’s 
ist in four months,’’ reports Bill 
heker, left, to the column conductor. 


APRIL of this year the ad- 


ministrative powers at Packard 
ought to a satisfactory climax an 
intensive four-year program de- 
igned to stimulate production and 
treamline factory assembly meth- 
ds. On the heels of this program 
Packard officials launched another 
ampaign designed to prepare the 
ational field organization for the 
impact of increased production. 


In step with the accelerated pro- 
gam Max Gilman, upon the oc- 
sion of Alvan Macauley’s ac- 
eptance of the chairmanship of 
the board, was moved up from 
general manager to president. This 
thange carried with it, as a natural 
sequence, the elevation of Bill 
Packer from general sales man- 
ager to vice-president of distribu- 
tion. 

Beginning with the °40 models, 
the Packard administration faced 
the necessity of gearing the stepped 
uw factory schedule to a field or- 
ganization as yet unaffected by the 
stimulated program in Detroit. 
Today Packard checks over the 
fur months of activity since the 
140 models came on the market. 
To me it seems an unusual success 
sory. In this particular case there 
hasn't been any diminution of ef- 
fort and Packard approaches the 
end of the calendar year firmly 
intrenched for the drive down the 
stretch when spring business opens 
up. 

, co ao * 

FACTS TO prove this came out 
of the visit I had to the plant the 
ther day when I sat across the 
desk from Bill Packer as he re- 
wewed Packard’s success so far on 
ts 1940 car model year. What im- 
Pressed me most was the report on 
sales for the first four months of 

operations. This report showed 
(Continued on Page 21, Col. 1) 
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DETROIT, DECEMBER 11, 1939 


ASI SHOW OPENS AT CHICAGO PIER 


Record December Car Sales Seen in the Making 


@ 


Predict Christmas 
Trade Equal to ’29 


Nov. Brings New Record 
For Most Makers; Inde- 
pendents Swing Up 


December sales and the first 
half of 1940 are perhaps 
brighter at this time than 
they have been for years 
past. November reports made avail- 
able this week indicate that that 
month probably would have set an 
all-time high for the month in the 
history of the industry had it not 
been for the Chrysler strike which 
hampered the operations of the 
division of that corporation. 


This is based upon reports by 
companies which remained in op- 
eration. 


A remarkable factor in this 
year’s sales improvement has been 
the strength shown by the so-called 
independents, Hudson, Studebaker, 
Nash and Packard. All these com- 
panies have shown decided im- 
provement in representation in the 
field and each is hewing a larger 
percentage of the total industry 
sales. Hudson, for instance, reports 
its November sales breaking all 
records of the past 11 years na- 
tionally. 

The company has added 543 out- 
lets since the introduction of its 
1940 models, and moved its per- 
centage of industry total from 3.88 
in October to 4.32 in November. In 
July Hudson accounted for only 
1.85 percent of the total. 

Similar increases have been 
shown by Studebaker, Nash and 
Packard. Among the other makers 
new November records were set by 
Oldsmobile, Buick, Pontiac and 
Chevrolet. Ford and Mercury sales 

(Continued on Page 6, Col. 1) 





Studebaker Heads 
Protest Increases 


In Rubber Prices 


WASHINGTON. — The Federal 
Monopoly Committee has before it 
the automotive industry’s vigorous 
pretest against wartime profiteer- 
ing by the producers of raw rubber 
but there exists extreme doubt 
whether any affirmative action will 
be taken. 

The protest was lodged 
week by Paul G. Hoffman, presi- 
dent and H. S. Vance, chairman of 
the board, of the Studebaker Corp. 
They informed the committee that 
the English-controlled rubber car- 
tel was the offender and that there 
was no justification for increases 
in the price of this raw material. 
Accordingly, they suggested that 
the United States government take 
'action, at least to marshal public 
opinion against the gouging. 

Sen. William E. Borah (R. Ida.), 





| 
| 


| who was presiding at the hearing, | 
|commented that “there is no way | 


| we can reach the rubber trust ex- 

‘cept through diplomatic channels” 

and added that he thought “it 
(Continued on Page 19, Col. 4) 


Business Prophets] 


DETROIT. — Outlook for | 
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last | 












EARLY EXPANSION of Ohio’s highway system was promised members of 


the Ohio Automotive Assn., at its sixth annua 


Columbus last week by Gov. John 


convention at the Neil House in 


W. Bricker, right. Shown with above Gov- 


ernor Bricker are: Cylon W. Wallace, registrar of Motor Vehicles (left) and 
Lynn B. Timmerman, president of the association. 


200 Dealers Face Oblivion 


Under New 


By P. C. Garrard 

Staff Correspondent 
COLUMBUS, O.—Elimination of 
200 dealers in the state of Ohio for 
their failure to meet the require- 
ments of the new dealer licensing 
law which becomes effective Mar. 
1, was predicted here this week by 
Earl Fenton, director of the Deal- 
ers’ and Salesmen’s Licensing di- 
vision of the Bureau of Motor Ve- 
hicles before the sixth annual 


Labor Board, 
No Less, Squats 


On Sitdowners 


WASHINGTON.—Another heavy 
blow at the sit-down strike was 
struck here this week, and by none 
other than the National Labor Re- 
lations Board. The board upheld 
the right of the Calmar Steamship 
Corp., of Baltimore, to fire seamen 
who had participated in a sit-down 
strike. And the board dismissed 
all charges that the company had 
violated the Wagner Labor Act. 

In addition, the NLRB went 
even further than the United 
States Supreme Court did in the 
Fansteel case and declared that 
the Calmar firm, a Bethlehem Steel 
subsidiary, was justified in dis- 
charging and removing crew mem- 
bers from ships where a general 
sit-down strike order had been 
issued but was not in effect. 





The Top Ten 


PASSENGER CARS 
First Ten in Registrations as 


Reported in AN Today: 
1939 1938 
Pos. Make Pos. 
1—176,429 Chev. 362,530— 1 
2—392,466 Ford 298,438— 2 
38—320,680 Plym. 220,053— 3 
4—168,384 Buick 129,183 — 4 
5—163,381 Dodge 77,194— 5 
6—124,219 Pont. 73,036— 6 
7—113,327 Olds. 67,313— 7 
8— 67,826 Stude. 32,164—10 
9— 58,147 Chrys. 35,507— 9 
10— 51,978 Merc. 63 
Total All Makes 
2,184,207 1,470,447 


For complete standings of all 
makes, see Page 19 this issue. 








Ohio Measure 


meeting of the Ohio Automotive 
Assn. Fenton said there were 3,750 
dealers in the state at the present 
time. 


The licensing law was designed 
to curb and eliminate the curb- 
stone or fly-by-night type of dealer. 
It was recently amended and in 
its new form will become opera- 
tive next spring. 


Some of the features of amended 
law are that licenses to operate 
within the state will be issued to 
new car dealers only when they 
have facilities for displaying at 
least one car as well as facilities 
for servicing one or more cars. 
This new type dealer must have 
assets of at least $2,500 while the 
used car dealer must have a net 
worth of $1,000. Selling or dealing 
in new or used cars constitutes a 
punishable offense under the act. 


Assurance that the state govern- 
ment in Ohio is releasing funds as 
rapidly as possible for the im- 
provement and maintenance of its 
highway system to aid the auto- 
mobile industry was given dele- 
gates to the sixth annual conven- 
tion of the Ohio Automotive Assn., 
which met here Tuesday, by Gov. 
John W. Bricker. 

“The people of this state, as well 
as the nation are dependent on the 

(Continued on Page 17, Col. 1) 
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(Parts, Accessory 


And Equipment 
Exhibits Fill Pier 


Group Meetings Promise 
Busy Week With Little 
Hi Jinks Expected 


By Mel Adams 
Staff Correspondent 


CHICAGO. — This is the 
biggest week of the year for 
those who cater to the auto- 
motive after-market. It is the 


week of the major trade show 
of the industry, opening Monday 
at Navy Pier and _ continuing 
through Saturday. 

Just how important the manu- 
facturers view the _ exposition, 
known as the Automotive Service 
Industries show, is indicated by 
the large scale upon which they 
are participating and the elaborate 
manner in which they have ar- 
ranged their exhibits in point both 
of appearance and completeness. 

Occupying both the north and 
south wings of Navy Pier and ex- 


Visit Automotive Service 
Headquarters Booth S-511 
or Suite 1751, Palmer House 


tending almost a mile in length, 
the rows of displays reveal every- 
thing of interest to the jobber, the 
dealer in accessories and motor 
vehicles, and the onerator of 
garages and service stations. 

Stated otherwise, every acces- 
sory, parts and equipment need 
finds its answer with the latest 
products from the factories. 

Chicago, therefore, is the mecca 
for the manufacturing, wholesale 
and retail leaders nationally. In 
recognition of the Automotive 
Service Industries Show, the three 
co-operating associations, namely, 
the Motor and Equipment Manu- 
facturers Assn., the Motor and 
Equipment Wholesalers Assn., and 
the National Standard Parts Assn., 
have scheduled their annual con- 
ventions. 

It’s a case of business from 
morning to late into the evening. 

(Continued on Page 8, Col. 1) 








GE Develops Sealed Beam 
Driving Lamp for Older Cars 


CLEVELAND. — Development of 
two new all-glass sealed auxiliary 
headlamps, designed for use on 
front bumpers of all 1939 and older 
cars, was announced here this 
week by General Electric’s lamp 
department, Nela Park. The new 
lamps will be made available early 
in February. Estimates place the 
number of cars to which the new 
lamps can be adapted at over 20,- 
000,000. 

The new sealed lamps are de- 
signed to supplement present head- 
\lighting of older cars. Proper use 
of the new all-glass units, accord- 
|ing to automotive lighting engin- 
eers at Nela Park, will give motor- 
jists headlighting approximating 
| Chat provided by 1940 cars which 
are equipped with the 


popular | 


“Sealed Beam” headlamp systems. 
Like the all-glass Sealed Beam 
lamps on many of the latest mod- 
els, each of the two new sealed 
lamps consist of a high-efficiency 
light source, a hard-glass reflector 
mirrored on its inner surface, and 
a special lens—all parts hermeti- 
cally sealed into a single unit. 
Included among the numerous 
advantages claimed to be had from 
these permanently sealed auxiliary 
lamps are: more light farther down 
the road and to the right side; 
minimum glare; high light-output 
throughout life of each lamp; vir- 
tually no blackening; a perfect and 
permanent focusing of filament 
with relation to reflector, done 
scientifically in the factory; and a 
(Continued on Page 18, Col. 1) 
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Murphy Backs Arnold on Union Monopoly Stand 





Keeping Up with the Times . . . 





EACH YEAR the New York Times a ys host to the automotive industry. 
This being another year the party was held at the Recess Club as usual, Thurs- 
day noon. John Kieran, member of the Times’ staff and encyclopedia of ‘In- 
formation Please’ was guest speaker: Hosts were, left to right, seated: Kieran, 
Col. Adolph 8S. Ochs, publisher of the Times; Don U. Bridge, director of ad- 
vertising, Times. Standing, Bill Mason and Ben Etter, Detroit representatives. 
For story of the luncheon see ‘‘Sparks’’, page 21. 





JOHN KIERAN, left, ad libs some “Information Please’ to B. E. Hutchin- 
son, center, Chrysler finance chairman and Ray Sackett, McManus, John and 
Adams, at the Times’ party. 





, 


idential suite at the Times party were, left to right: W. A. 
iver tease Motors Corp.; J. E. Fields, vice-president Chrysler Corp. and 
C. L. McCuen, general manager of Oldsmobile. 





- HT gallery at the Times party was occupied by, left to right: N. 
Rg manager Cadillac; M. E. Coyle, general manager eolet; 
Fred M. Zeder, executive engineer Chrysler and Alvan Macauley, chairman o 
the board of Packard. 





"Considers Labor 
Answerable Under|Pontiac Pow-wow .. . 


Sherman Trust Act 


By William Ullman 


Washington Correspondent 


WASHINGTON. — The Adminis- 
tration has no intention of drop- 
ping its plans to proceed against 
labor unions whose conduct is 
deemed to be in violation of the 
Sherman anti-trust laws. That, 
briefly, is what Attorney General 
Frank Murphy has told all of or- 
ganized labor by means of a letter 
to William Green, president of the 
American Federation of Labor. 

When Thurman Arnold, chief of 
the anti-trust division of the De- 
partment of Justice, announced 
recently that the department was 
convinced that labor unions do 
come under the purview of the 
anti-trust laws and that they face 
prosecution by the federal govern- 
ment for any “boycotts, strikes or 
coercion” which have no reason- 
able connection with wages, hours 
or other court-approved objectives 
of union organization, labor imme- 
diately protested. 

Among these protests was a very 
lengthy one, buttressed by a de- 
tailed legal argument, from AFL 
President Green. He demanded 
that the Attorney General say 
whether or not Arnold’s plans rep- 
resent a policy of the Administra- 
tion. He quoted the language of 
the Clayton act referring to labor 
organizations and argued that no 
part of the federal law respecting 
restraints of trade can possibly be 
held to apply to the acts of a 
union. 

Attorney General Murphy told 
Green that the Arnold statement 
does represent the Administration’s 
policy and he further indicated 
that the department will not be 
stopped in its efforts to stamp out 
anti-trust violations by unions. 

Murphy gave Green—and through 
him labor generally—to understand 
that the Department of Justice is 
fully convinced that labor unions 
are affected by these laws and that 
the department will proceed upon 
this principle. 

“In the enforcement of criminal 
statutes, it is the practice of the 
department to follow the construc- 
tion placed on them by the supreme 
court,” Murphy wrote. “In doing 
so in this instance, the anti-trust 
division has followed the usual 
practice, and I would not be justi- 
fied in interfering with that 
course.” 


U. S. Rubber Seeks 
To Purchase All 
Fisk Corp. Plants 


NEW YORK.—Confirmation of 
the rumored efforts of United 
States Rubber Co. to purchase the 
Fisk Rubber Corp., was. given 
here this week by F. B. Davis jr., 
president and chairman of the 
United States Rubber Co. 

“Needing additional production 
facilities to meet the requirements 
of our tire customers,” Davis said, 
“we have been considering for sev- 
eral months different locations for 
another plant. Hearing recently 
that Fisk was using only a little 
more than one-half of its produc- 
tion facilities, we endeavored to 
work out an arrangement with 
that company for the manufacture 
of some tires for us. This proved 
to be impractical and we are now 
negotiating with the Fisk Rubber 
Corp. for their plant facilities and 
business. 

“If these negotiations result in 
the purchase of the Fisk Corp., it 
is our intention immediately to 
utilize more of the production ca- 
pacity of the Fisk plants than is 
now being used. 

“We consider it better for the in- 
dustry generally to utilize existing 
capacity rather than build addi- 
tional plants in an industry which 
already has over-capacity.” 


K. &T. Corp. Expands 


WEST ALLIS, Wis.—Kearney & 
Trecker Corp., manufacturer of ma- 
chine tools, is planning considerable 
expansion to its present plant and fa- 


cilities. The company is eenerses bo ne 

luded, left to right, Art|operating at the highest level in it 

Aare mlivis! te LS Partiiam Romaine, Plymouth and|history, with a payroll of approxi- 
ongue, f ’ , 


Don U. Bridge, advertising director of the Times. Photos by Norman York, Detroit 


mately 1,200. 


ee 


C 


































inmate 
on the 


he sti 
His an: 
fre 
d 
pands to 
H. J. KLINGLER, president and general manager of Pontiac Motor divisia| jem is 0? 
(left), talks over business with Walter M. Boomershine, of Boomershine Moto, and 
Atlanta, Ga. Boomershine told the assembled Pontiac dealers’ merch sure 


0. ) 
dising conference in their December meeting that he would guarantee to i. that it ca 
crease his business 60 percent in 1940. 
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nate. We 
GENERAL SALES MANAGER D. U. BATHRICK, of Pontiac Motor divising #tright 
drew two pairs of dealers at the December dealer merchandising conferencg 4BC’S Of 
That is, two Portlands and two Decaturs were represented. Left to right th It is on 
are: A. C. Bailey, Bailey Motor Co., Decatur, Ala.; Frank Tenney, Tenn ts ot 
Pontiac Co., Decatur, Ill.; Bathrick; A. N. Couri, Couri Motor Co., Portlani§ trades, tc 
Me.; and M. H. Hopkins, L. Y. Billingsley Motor €o., Portland, Ore. rs and 
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VERNE L. MURRAY, assistant general sales manager of Pontiac Motor 
vision (left), checks over some comparison figures with Dealer Stan. K. Lasse 
of Battle Creek, Mich., at the December dealer merchandising conference 





EAST MEETS WEST at the December Pontiac dealers merchandising confe 

ence. Left to right are Tom Ray, manager of the Pacific Region for Pontiat ‘ 
Clair Savage of Savage-Haldeman Co., Los Angeles, Pontiac’s largest reta 

dealer, and M. C. Thompson, manager of the number one Pontiac zone in Ne 
York. 


kno¥l wag 612, 
hn * this yea: 

37 per 
torrespo! 
New t 
daga C, 


Sez sn. S. S. Sayres, A. F. Blangy andl pteg gs 
attle Dealers Assn. to _| 8. 5. Sayres, A. F. Blaney toes 67 per 


Hold Meeting Dec. 18} whose terms expire this year. Th) Toa) o¢ 
SEATTLE. — Annual meeting of | nominating committee has re-noM"| ing ¢,, 
the Seattle Automobile Dealers|inated them all, together with th] way ‘gp 
Assn. will be held at the Washing- | following in addition: Henry Rabe compare 
ton Athletic Club, Monday, Dec. 18.| of Central Pontiac; Dick Dubol5} ¢ 1938, 


THOUGH EARLY-SEASON sales indicate the Seattle Pontiac dealers 
plenty about selling cars, they expressed eagerness to learn more when John 
Bathrick, right, northwest zone manager, conducted a sales school at Ne¥ 
Washington Hotel in Seattle recently. Left to right are William M. Ryan, peers 
dent of Northwest Motors, Henry J. Rahe, president of Central Pontiac, 42 
E. R. Wockner, head of Wockner Motors. 










This will be largely a “high jinks” | Hudson dealer and distributor, 2” Used | 
affair, but three trustees will be|H. Wilson, of Wilson Motor © of tray, 
elected. 'Ford dealer in the Ballard district} monty 


Yember, 
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Dealers toll me.. 


By William C. Callahan 


practically all factories in this neck of the woods working 
n at backlogs of unfilled orders for new cars, I can fully agree 
the warning on this page from the Chicago Automobile Trade 
criticizing dealers for continuing over-allowances in a seller’s 
t. The only reason I can see for doing this is the one given by 
ate at a foolish factory who whiled away the time hitting him- 
on the head with a mallet. His argument was that it felt so good 





‘Bis answer at least would indicate that he did stop now and then. 
from the hey-days of the NRA Code, dealers never have 
d over-allowing and even then it was necessary to tie their 
ands to keep them from reaching for the mallet. This present sys- 


isin} tem is one that I won't believe can be traced back to factory pres- 
oton! ure and I cannot understand how a dealer can convince himself 


hap. 


0 in.) that it can. 

















idish occupation. Nevertheless, 


* * 


* 


DIDN’T particularly like the implication of the frontice of a pam- 
phlet issued recently by the Better Business Bureau of Philadelphia, 
t. which has been making a study of automobile retailing in that city. 
fie pamphlet starts with an old nursery ditty which reads: 

A, B,C, TUMBLE DOWN D 

THE CAT’S IN THE KITCHEN 

AND CAN’T SEE ME. 

i) which the BBB adds this explanation and threat: 

Or can it? The business of financing retail time sales of automo- 
es is far removed from nursery jingles and is decidedly not a 


we believe that the rhyme has a 


ite application in our anti-pack campaign. 


We—the Better Business Bureau—the “Cat”—have not pounced 
on publicly on offenders. Not yet. We are watching you. We know 
e efforts being made to mulct the buyer through means other than 
me simple packing of finance charges over the $6 per $100 per year 
fate. We are finding practices which run from rank carelessness to 
wtright dishonesty. The careless ones do not seem to know the 


ence§ ABC’s of their business; the sharp ones utterly disregard them. 


t 
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es and finance companies. 


preted as Tumble Down Dealer. 


em or too often. 


EW YORK.—Although less 
two years old, the Post Grad- 
School of Modern Merchan- 
ng and Management for Sons 
Chevrolet Dealers, founded by 
E. Holler, the company’s gen- 
sales manager, is already a 


: Chrysler Strike 
“1 Marred Car Sales 


In Syracuse Area 


SYRACUSE, N. Y.—Lack of cars 
mMaulting from the Chrysler strike 
Was responsible for a decrease of 
B percent in new passenger car 
eistrations in Onondaga County 
month, compared with Novem- 
, 1988. There would have been 
ubstantial gain in registrations 

conditions permitting any- 
ng like normal sales of Chrysler, 
: Plymouth and De Soto 
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“Total of new passenger car reg- 
itrations in the county last month 


nox} "88 612. For the first 11 months of 
New year the total was 6,973, up 


resi- 
an 


Percent compared with the 
‘orresponding 1938 period. 
ew truck registrations in Onon- 
County last month aggre- 
— 85 and showed an increase of 
“ Percent over November, 1938. 
-Olal of new trucks registered dur- 
i te 11 months ended Nov. 30 


‘mpared wi 
it 1938, with the first 11 months 


— 


and 
tees 
The 
m- 
the 
ahe 
oi, 

d 


an 

Col op rot car registrations (exclusive 
ment ers in the county last 

rime totaled 262. Figures for No- 
T, 1938, are not available. 





‘ict 


* * 


VE a letter from C. W. Coons, manager of the Illinois Automotive 
ade Assn. in which he says: “Dear Bill: Herewith enclosing the 
10 day reports from 16 dealers who report every 10 days on used 
sold and those in stock. We think our 10-day report is the most 
quent of any of this type, although Rockford has a weekly report 
d on a scale of prices rather than makes.” 

The report “Cooney” sent shows the number of cars sold and 
ose on hand at the end of each 10 day period by makes and model 
gars. Using this report a dealer can be guided as to which year 
podels of what makes move fastest or slowest and thus guide his 
lowances. A dealer can better judge the value of a car if he can 
mow what his prospects of a quick sale are. I think this is the first 
report of this kind that I have seen issued with the same frequency 
ssel and I agree with “Cooney” that this information can’t come too fast 


» &@ gain of 26.6 percent | 


, It is our desire, and the desire of the decent elements within your 
land§ rades, to keep this campaign within the family of automobile deal- 
We want no public washing of dirty 
en. If it becomes necessary to open the windows to air out the 
se, it will be your fault—not ours. 


We hope that the “Tumble Down D” does not have to be in- 


Or Finance Company. 
a 


hevrolet Post Graduates 


'Hold New York Reunion 


constructive force for better retail 
management. This was the con- 
sensus of talks by 12 alumni of the 
school who attended a banquet in 
the Waldorf-Astoria Dec. 5, climax- 
ing an all-day reunion of graduates 
in the Atlantic Coast area. Youths 
from New York, New Jersey, Con- 
necticut and Pennsylvania at- 
tended, and each gave a two-min- 
ute talk summarizing the benefits 
realized from the course. 

The meeting was one of 11 which 
T. O. McLaughlin, director of the 
school, is holding in various cities 
throughout the United States. 
Graduates of the school, organized 
into a permanent alumni body, now 
total 209, of whom 49 have become 
dealers since completing their 
course. 

K. M. Chase, Atlantic Coast re- 
gional manager, presided over the 
banquet, which was attended also 
by J. E. Simmons, New York zone 
manager; Ivan Dresser, vice-presi- 
dent of General Motors Overseas; 
and, as special guests, a group of 
newspaper and trade paper editor- 
ial men. 


Hein-Werner Extra 

WAUKESHA, Wis.—Directors of the 
Hein-Werner Motor Parts Corp., at a 
special meeting Dec. 2, voted an extra 
dividend of 30 cents per share, payable 
Dec. 22 to stock of record Dec. 12. The 
dividend will increase to $1 the amount 
distributed this year, according to G. 
G. Hein, president. 


Leases More Space 

BUFFALO, N. Y.—Alemite Co. of 
Buffalo, Inc., has leased 10,000 square 
feet of space in a building at 1027 
Main St. here and will move to the 
new location from its present quarters 
in 319 Niagara St. after remodeling is 
completed about Dec. 15. 
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CATA Decries Over-Allowances 


Declares Present 
Sellers’ Market 


Favors Dealers 


CHICAGO.—Only the most short- 
visioned and foolhardy dealer will 
overallow on used cars in the pres- 
ent “seller’s market,” is the obser- 
vation of the Chicago Automobile 
Trade Assn. in a bulletin to mem- 
bers. It adds that this is ideal time 
for dealers to cash in on profit op- 
portunities. 


“If there was ever a time for 
sensible and conservative allow- 
ances on used cars, this is it,” 
states the bulletin. “The demand 
for new cars is outrunning the 
supply, and clearly enough this is 
a seller’s market, an opportunity 
for profit that you should make the 
most of. 


“Don’t let your salesman or your- 
self be led astray by rumors re- 
garding wild trades. They’re mainly 
fictitious. Regardless of what the 
occasional reckless dealer does, 
don’t be jockeyed into the same 
type of foolish plunging. 

“With demand galloping ahead 
of supply it is most unlikely that 
any manufacturer’s representative 
will resort to undue pressure. The 
sole responsibility for wild trading 
appears to rest during this period 
upon the dealer. This is, therefore, 
the time when sound business man- 
agement on your part is most im- 
perative.” 


Oldsmobile Sales 
Set New All-Time 
Mark for Nov. 


LANSING, Mich.—Sales of 1940 
Oldsmobile sixes and eights during 
the month of November were the 
largest, for this period, in the com- 
pany’s history, according to an an- 
nouncement made last week by D. 
E. Ralston, Oldsmobile’s general 
sales manager. 


“During the past month Oldsmo- 
bile dealers sold a total of 18,338 
new cars for a gain of approxi- 
mately 30 percent over the 14,133 
cars sold during this month last 
year,” Ralston said. “For the first 
11 months of this year Oldsmobile 
sales totaled 132,068 cars and 
showed a gain of 61 percent over 
the 81,807 cars sold the first 11 
months of last year,” he added. 

“Oldsmobile’s 1940 line of cars 
has met with instant success with 
the motoring public. The enthusi- 
asm for our 1940 product continues 
to accelerate and has created an 
unprecedented demand from coast 
to coast. In attempting to keep 
pace with this demand and to 
deliver cars to retail purchasers 
with the minimum of delay has 
called for the largest last quarter 
production in the company’s his- 
tory. During October, November 
and December more than _ 57,000 
Oldsmobiles will have rolled off the 
assembly lines.” 


Ford-Mercury 
Sales 50% Above 


November in °38 


DEARBORN, Mich.—Retail de- 
liveries of Ford and Mercury cars 
and Ford commercial cars and 
trucks in November showed a 50 
percent increase over November of 
last year, it was announced at the 
offices of the Ford Motor Co. here 
last week. 


Dealers delivered a total of 72,30% 
units to customers during the 
month, it was stated, the largest 
November sales since 1935. Sales 
continue to keep pace with pro- 
duction, it was said. 

Sales of Mercury cars alone were 
up 97 percent in November over 
the same month a year ago. 


Plans Addition 


LINDEN, N. J.—Plans for construc- 
tion of an addition to the General Mo- 
tors assembly plant here have been an- 
nounced. Ground will be broken about 
Dec. 20 for the addition, which will be 
of the same architectural design as the 
present building and will cover 80,000 
square feet. 


Fourth Dimension, a regular feature 
by Pete Wemhoff, offers news of auto- 
motive advertising. 





At Chevrolet's Reunion. . . 





ae 


CLASS REUNIONS for graduates of the Chevrolet Post Graduate School of 
Modern Merchandising have been held in several key cities during the past 
week. At the New York reunion at the Waldorf-Astoria were, left to right, 
William RB. Kolb, Anders and Jervis Motor Co., Philadelphia; J. E. Simmons, 


assistant regional manager Chevrolet, and Russell H. Cochrane, Cochrane 


Chevrolet Co., Bridgeport, Conn. 





ALSO AT the New York reunion were, left to right, T. O. McLaughlin, di- 
rector of the school; David G. Jacobs, Jacobs Bros. Motor Co., Philadelphia, 
and K. M. Chase, Atlantic coast regional manager. 





A THIRD GROUP snapped at the New York reunion includes, left to right, 
Paul C. Withers, Rohrer Chevrolet Co., Camden, N. J.; Edward Kowalski, F-F 
Chevrolet Co., Floral Park, L. I., and Nelson D. King, H. M. Stanton Co., 
Middletown, N. Y. 





AT A SIMILAR reunion held in Boston, H. K. Bragle, New England regional 
manager, presided, and T. O. McLaughlin, dean of the school, made the prin- 
cipal address. Graduated present were: John F. Howe, Howe’s Garage, Clare- 
mont, N. H.; Milton R. Knowles, Knowles Chevrolet, Inc., Milford; Arnold 
Collis, John J. Delaney jr., John J. Delaney, Inc., Mattapan; William Fenton, 
W. H. Fenton Co., Westfield; Philip Craig, Craig Chevrolet Co., Potsdam, N. Y¥.3 
Kinsman E. Wight, H. M. Kinsman Co., Inc., Norwood, N. Y.; John D. Roberts, 
Roberts Motor Sales, Inc., Lancaster, N. H.; Fred W. Shermerhorn, Bresee 
Chevrolet Co., Inc., Syracuse, N. Y.; Thomas M. McMahon, Williamstown; Ir- 
ving W. Marsters, H. L. Marsters Chevrolet Co., Westbrook, Me. New students 
are: Ben Benoit, Minuteman Chevrolet Co., Concord; Orrin W. Taber, Clark & 
Taber, Inc., East Braintree; John Dancause jr., Post Office Garage, Inc 
Lowell; William Stack ie Stack & McAdam, Inc., Needham; Roswell Sanford, 
Sanford Chevrolet Co., rgaretville, N. Y.; Kirby Hight, Hight Chevrolet Co., 
Skowhegan, Me. ¥ 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value—(AN 6-10-1933). 
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A Workers Government 


ao deviate just for a moment from subjects strictly auto- 
motive, may we discuss some social trends in this country 
which have a direct bearing on all of us. We are inclined to 
believe that too many people in this country are too apa- 
thetic, if not ignorant, of the increasing growth of sub- 
versive influences in this country. This should not be in view 
of the current labor unrest which surrounds us. 


None can deny, not even the unions themselves, that there 
has been a broad stripe of Communism woven into the pat- 
tern of the present Detroit labor situation. Demands made 
by the CIO leaders in the recent Chrysler strike reek so 
palpably with the stench of Sovietism that none with eyes 
to see, ears to hear, or nose to smell could doubt their origin. 
It is possible that even these leaders themselves did not fully 
— the implications of their demands—but we 

oubt it. 


Namely the purpose of these demands was to get foothold 
for a labor autocracy in the automotive industry. Such an 
autocracy would dictate to the employes as well as employ- 
ers—and we are convinced that employes do not fully under- 
stand that angle. The reason for this is that the methods of 
the Communist advocate are insidious. But let any working- 
man look about him today and see what a “working man’s 
government” as represented by Russia is doing. 


Could any worker be proud to be part of a government 
which has shown so little respect for the rights of its own 
people or the rights of the peoples of other governments as 
Russia has displayed in its attitude toward Finland? What 
fat-bellied munitions maker in Russia, where capitalists do 
not exist, is leading the Russian people to war? How many 
workers have been asked to look at the picture in that light? 

Perhaps the men in this country who are leaders in busi- 
ness have failed to extend that leadership to a leadership in 
Americanism. By this we do not mean membership in patri- 
otic organizations; walking around the monument; making 
speeches on the Fourth of July. In most cases when a crisis 
arises, business leaders are inclined to stick together in their 
own rings or groups. This has a tendency to aggravate more 
than ameliorate the condition. 

In their fear of Communism there is some danger that 
business leaders may lean to Fascism which would be 
equally bad. The success of the leaders in the subversive 
campaigns in this country lies in the fact that the ism being 
foisted does not come as a group but rather its advocates 
become members of other groups and work from within. In 
this way they talk to prospects as equals and soon gain con- 
fidence and followings. 

Perhaps if business men and their agents worked as dili- 
gently as the opposition in winning the confidence of their 
workers by more intimate association with them the task 
of the opposition might be greatly increased. In many cases 
if workers could be made to see the mutuality of their in- 
terests with those of the boss fewer problems would arise. 
Part of this we feel rests with the boss having so complete 
an understanding of his own aims that he cannot under- 
stand how his workers would misunderstand them. In all 
public relations it is more important to convince the other 
fellow of our virtues than it is to convince ourselves. 
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GOOD In Pittsburgh and points 
TIMES east this week I dis- 
AHEAD! covered that the first 

question asked today of 
a Detroiter is “are you looking for 
more labor trouble in the Detroit 
area?” To which my reply was 
somewhat as follows: “I don’t be- 
lieve there is any probability of 
labor trouble which would result in 
a strike and complete close-down 
for a protracted period as we have 
just suffered in the Chrysler 
strike. Every passenger car manu- 
facturer is running at near ca- 
pacity trying to catch up with a 
bank of orders and tens of thou- 
sands of working men are putting 
in the full time allowed by the 
law and taking home a fat pay en- 
velope every Saturday night.” 

cd Ed * 


I cannot believe that even the 
most radical labor leader would 
want to risk the wrath of his 
union members through any de- 
mands on the employers which 
would result in another complete 
stoppage of production. The rank 
and file of the union members and 
their wives and families reduced 
the results of the recent strike to 
a possible $5,000,000 per year gain 
(which spreads pretty lightly over 
the individual worker) against a 
loss of $15,000,000 in six weeks pay 
envelopes. Now anyone who can 
add two plus two knows it will re- 
quire three years to make up this 
loss in wages even with the fac- 
tories running full time! That is 
why I have every reason to believe 
dealers can look forward to a 
steady stream of production from 
every factory in the business and 
if my prediction does not hold true 
I will be willing to hang my head 
in the market place from sheer 
shame that we humans make such 
a mess of things. 


* * * 


“Which comes first, the chicken 
or the egg?” And one might ask if 
it is the automotive industry which 
leads the country toward prosper- 
ity or the country which leads the 
automotive industry. Whichever 
way you look at it, the road ahead 
appears better day by day. In 
Pittsburgh I found the steel in- 
dustry running at near capacity 
(92%), higher than at any time 
since the crash in ’29. Of course 
a lot of this steel goes into auto- 
motive products. Wheat yesterday 
crossed the dollar mark and it is 
an old axiom that when wheat is 
a dollar, the United States is bound 
to be prosperous. 

* 7 * 


None of us like to think this 
prosperity comes from the suffer- 
ing of human beings across the 
water. We have enough people 
within the borders of our own 
country to use all the products of 
our mines, fields and factories if 
by some Midas touch we could put 
enough dollars in the pockets of 
every man, woman and child to 
let them buy the food, clothes and 
good things of life to which all de- 
serving humans are entitled. No 
need to worry about America if we 
can overcome the handicap of un- 
employment and I am going to re- 
main one of those optimists who 
believe that we have made some 
very definite progress toward that 
end. 

* * cd 


There is every indication in De- 
troit that we are in the midst of a 
genuine boom period. I realize this 
may be slightly exaggerated in this 
automotive center but so far as I 
can learn there is no section of 
the United States which is not by 
every tangible evidence showing 
gains over 1938 and in many lo- 
calities over 1937. Let everyone 
who can now afford it, build, buy, 
hire and spend! The money 
loosened up now will come back 
tenfold to every one of us who will 
contribute to the prosperity swing. 
The only man for whom I have no 
sympathy whatsoever is the miser 
who grabs what he can get in a 
market like today, sinks it in his 
sock and refuses to play ball with 
the rest of us. Let’s go!—G.M.S. 
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be observed upon request. 


Hats Off 


A few months ago we ordered the 
AvtTomotTiveE News for a short time 
under a special subscription offer. 
I have to take my hat off to the 
man who has been writing the 
editorials having to do with the 
Chrysler strike. It takes a lot of 
nerve to call a “spade a spade,” but 
somebody has to do it in this 
country before it is too late, and I 
think anybody who will do it 
should be congratulated. 


As you will note by the heading 
on this stationery, we are General 
Motors dealers, but if they can 
make Chrysler bow down to this 
labor racketeering, who knows but 
what we probably will be next. 


We have had lots of labor 
troubles out in the West to such 
an extent that there seems to be 
no profit left in this business, but 
it still isn’t too late to make cor- 
rections in one of the grandest 
businesses left in this country, 
and we appreciate the efforts of 
the Automotive News to this end. 
V. I. Whitney, Whitney’s, Chevrolet 
and Oldsmobile, Montesano, Wash. 


Americanism 


As one of the original subscrib- 
ers to Automotive News and also 
AUTOMOTIVE Daity News, I wish to 
take this time to state my feeling 
of appreciation for the American- 
ism displayed in the editorials of 
your publication, having to do with 
the recent Dodge-Chrysler strife. 
The words which were expressed 
in “A Word in Edgwise,” in the 
Nov. 27 issue are timely and well 
put. 


With the lack of action displayed 
toward the benefit of the men from 
Washington in keeping them to 
work, to keeping conditions so that 
industry might help in recovery, it 
is a most difficult situation and 
taxes the best thinking of any good 
man. 


It is well time that the country 
should be rid of not only the rac- 
keteers but the criminal and ex- 
criminals serving as “heading la- 
bor.” Only by continuing to fight 


“The Mill Wheel Keeps Turnin’—”’ 


In This Corner— 


‘Spade a Spade ......’ 


The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


for the right cause, will this he 
overcome. 

As an individual citizen, I wish 
to state my utmost appreciation 
for the efforts and evidence in the 
discussion and editorials in your 
good publication—F. M. Young, 


president, Young Radiator Co, 
Racine, Wis. 


Trade Council 


I noted in Nov. 20th issue of 
AvToMOTIVE News article captioned: 
“Dealer Problems Studied by Fair 
Trade Council,” which leads me to 
inquire as to where Dr. W. H. 
Chrieton Clarke, president of the 
American Fair Trade Council, gets 
the temerity to attempt to seek 
the adoption of a code by the auto- 
mobile industry. It seems to me as 
though this is a good deal like at- 
tempting to “sew a pair of pants 
to a suspender button.” 

What’s the answer and how far 
is all this comment relative to the 
interests of industries not identi- 
fied with our own with its many 
problems leading to?—W. P. Ber- 
rien, executive secretary, Phila- 
delphia Automobile Trade Assn. 
Philadelphia, Pa. 


| Coming Events | 


DECEMBER ; 
4- 7—Philadelphia. American Society 
of Mechanical Engineers. 
5—Little Rock. Arkansas Automo- 
bile Dealers Assn. annual meeting. 
8- 9—Chicago. Motor and Equipment 
Wholesalers Assn. annual conven- 


tion. 
11-16—Chicago (Navy Pier). Automo- 
tive Service Industries Show. 
NUARY 


15-19—Detroit (Book-Cadillac). Society 
of Automotive Engineers annual 
meeting. 

22-25—Washington. (Mayflower Hotel). 
National Automobile Dealers Ass? 
annual conclave. 

29-Feb.2—Chicago (Stevens Hotel) 
American Road Builders Assn. 82° 
nual meeting. 


MARCH ; 
4- 8—Detroit (Statler Hotel). Amer!- 
can Society for Testing Materials 
conclave. 
AY 


M 
18-25—Tulsa, Okla. International Pe- 
troleum Exposition and Congress. 
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General Electric announces 


INEW SEALED MAZDA LAMPS 
‘ 
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FOR AUXILIARY LIGHTING 


New All-Glass units for pre-1940 cars 
provide close approach to Sealed Beam Lighting 


O the millions of motorists who would like 

to enjoy the many benefits of Sealed Beam 
headlighting but who can’t install it on their 
re-1940 cars, General Electric announces a new 
Fine of G-E Sealed MAZDA lamps for auxiliary light- 
ing equipment. 
These all-glass units are designed to be used in 
combination with any present headlamps and to 
give lighting results approaching the advanced 
lighting provided by all-glass G-E Sealed Beam 
MAZDA lamps. 


Single-Filament Construction 


The new G-E Sealed lamps are of single- 
filament construction—the filament will be rated 
at 30-watts (compared to 27 watts for present 
32-candlepower bulbs.) Like the Sealed Beam 
lamps, the Auxiliary lamps are all-glass, and 
hermetically sealed. Other important features 
are shown below. 


“Driving” and “Passing” Lamps 


Two units will be made available first—The 
“Driving” lamp and the “Passing” lamp. Each 
of these units will provide about 35,000 beam 
candlepower at 6.2 volts. 


The Driving lamp has a symmetrical beam, 


providing a moderate amount of light above 
horizontal, as in the Country Beam from Sealed 
Beam Lamps. It is designed for wiring to the up- 
per beam circuit of the regular headlamps, through 
a switch clamped to the dash—to allow turning 
it off. With the dash switch in the “on” position, 
it can come on automatically with the regular 
upper beam. 


The Passing lamp has a lens specially designed to 
supplement the lower beam by providing ad- 
ditional good illumination along the right side 
of the road without adding glare toward ap- 
proaching drivers. It is made to be wired to the 
lower beam circuit through a clamp switch on 
the dash to allow turning if off for city driving. 
With the dash switch in the “on” position, the 
unit comes on automatically with the regular 
lower beam. 


In addition to the Driving and Passing models, 
G-E Sealed Auxiliary lamps will also be made in 
two additional types:—The G-E Sealed Fog Lamp, 
designed to produce a symmetrical pattern with 
sharp upper cut-off; and the G-E Sealed Spot 
Lamp, with a clear cover glass. All four types 
will be rated at 30 watts, 6.2 volts. 


For further information, write General Electric 
Co., Lamp Dept., AN-L, Nela Park, Cleveland, O. 
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DHIO - 1940, 


This is the way new G-E Sealed Lamps for driving 
and passing will look when installed on a car not 
equipped with the new Sealed Beam Lighting Sys- 
tem. Equipment using the two lamps may be easily at- 
tached to the bumper brackets. General Electric does 
not make the housing unit—only the all-glass Sealed 
lamps measuring approximately 5%" in diameter. 









NEW G-E ALL GLASS SEALED 
AUXILIARY LAMPS HAVE 
THESE IMPORTANT FEATURES: 


1, HERMETICALLY SEALED. Lens is fused to re- 
flector portion of lamp. No dirt or mois- 
ture can enter to affect reflecting power. 























2. MOLDED GLASS REFLECTOR. The parabolic re- 
flector is molded with great accuracy. The 
glass is heat-resistant and rugged. 


3. HIGHLY EFFICIENT REFLECTING SURFACE. Made 
possible by a coating of vaporized alumi- 
num—same process as used on the world’s 
finest astronomical telescope mirrors. 


4. ADAPTABLE TO ALL CARS. These lamps may 
be used with any present headlamps. 


5.FIXED FOCUS. The single filament is ac- 
curately located with respect to the re- 
flector—no chance of getting out of focus. 


6. PRECISION LENSES. The accurately molded 
lenses on both the Driving and Passing 
Lamps have been carefully designed to 
direct light ahead of the car in a prede- 
termined pattern. 


7.Gas FILLED. The G-E Sealed Auxiliary lamps 
are filled with an inert gas to reduce fila- 
ment evaporation. 


8.ONE BAR-SHAPED FILAMENT. The filament is 
mounted with greater precision than ever 
before possible, and provides 35,000 beam 
candlepower. 


9. G-E MONOGRAM. The insignia of quality 
and Consumer acceptance identifies every 
G-E Sealed Auxiliary lamp. 





This cut-away portion of a new G-E Sealed 
MAZDA lamp shows the filament construc- 
tion and also the way in which the lens is 
fused to the reflector to make a hermetic seal. 
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Record Decembe 


Business Prophets Predict 
Xmas Trade on Par with ’29 


(Continued from Page 1) 


showed an increase of 50 percent 
over last year. 

Some factors which point to a 
continuation of the present gains 
are the predictions generally that 
the Christmas trade volume this 


ry year will equal if not exceed the 


1929 level. Among the experts pro- 
jecting this trend are: United 
Business Service; Babson’s Service 
and the Kiplinger Washington let- 
ter predicts good business through 
December and January. 

The United States economists at 
Washington state that December 
industrial production will prove to 
be the highest on record, with an 
index of 128 as compared with an 
average of 119 for the year 1929. 

Farm cash income in December 
will be about the same as Decem- 
ber, 1936, when 327,303 passenger 
cars were sold. This is a United 
States government estimate. 

The trend shows that department 
store sales in December will be the 
highest in nine years. 

Factory employment which has 
steadily gained throughout the 
last half of the year and which 
showed an index figure for No- 
vember of 103.5 is due to go still 
higher in December. Secretary of 
Labor Perkins estimates that dur- 
ing the two months preceding Dec. 
1, 1939, the number of people em- 
ployed in non-agricultural jobs in- 
creased by 1,250,000. Many of these 
people have now been back at work 
long enough so that they can be- 
gin to spend money. 

National Retail Hardware Assn. 
reports: “Present upward trend in 
retail sales as reported by U. S. 
Chamber of Commerce plus im- 
proved employment situation and 
supported by wholesaler estimates 
indicate hardware store sales for 
December will be approximately 
15 percent ahead of last Decem- 
ber.” 

National Retail Dry Goods Assn. 


———— 
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Joyce to Head Trailer 


Output at Hayes Body 
GRAND RAPIDS, Mich.—Ap- 
pointment of Frank H. Joyce as 
trailer production head at Hayes 
Body Corp. is announced by Jas. 
L. Brown, manager of the trailer 
division. 

Joyce has long been identified 
with the automotive industry. In 
1909 he organized the American 
Trimming Co. and, later, the Joyce 
Mfg. Co., both of which manufac- 
tured automobile bodies and tops. 
In 1937 he was elected president of 
Alma Trailer Co. and the same 
year was named president of the 
Trailer Coach Manufacturers Assn. 
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Caterpillar Announces 
SMALL MARINE DIESEL 





Already famous the world over for 
heavy-duty, dependable Diesel 
power for tractors and industrial 
machinery, the Caterpillar Tractor 
Company recently announced the 
addition of a small Diesel to round 
out its line of marine engines. The 
new engine—Model D4400— has 
four cylinders, 4% x5%”, and de- 
livers 35 horse power at 1,500 r.p.m. 
With medium speed and medium 
weight, the D4400 is recommended 
for use in work boats. Like other 
Caterpillar Models, this new ma- 
rine Diesel utilizes Nickel alloy 
steels for many highly stressed 
parts. These strong, dependable 
Nickel steels assure peak perform- 

ance and trouble- 


free service so 
essential in water 


craft. 

THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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says: “Members of our division of 
retailing are optimistic over De- 
cember sales possibilities and we 
expect that sales during December, 
1939, will be 10 percent greater 
than during the corresponding 
month of last year.” 

National Retail Furniture Assn. 
says: “Expect December furniture 
store sales exceed holiday last 
year by 8 to 10 percent ... 
prophecy for biggest home fur- 
nishings December volume since 
1930 still holds.” 

From an automotive standpoint 
few of us realize that in three of 
the past four years, December 
sales of automobiles have exceeded 
those of November. 

Taking the totals of the last four 
years, December has produced 15 
percent more business than No- 
vember. December is normally an 
8.3 percent month—accounting for 
almost exactly 1/12th of the total 
year’s business. Only five other 
months in the entire year normally 
produce more sales. These five 
months are March, April, May, 
June, July. 


Buick November 
Sales Peak for 
Year With 29,292 


FLINT, Mich.— Domestic retail 
deliveries of Buick motor cars dur- 
ing the last 10 days of November 
totaled 10,385 units, bringing total 
sales for the month to 29,292, the 
highest record for this season. 

This was announced today by W. 
F. Hufstader, general sales man- 
ager, who said that the November 
volume was the greatest for any 
month this year, exceeding October 
by 3,384 cars, and compared with 
21,343 delivered in April, the peak 
month of the spring selling season. 

The November sales were 34.5 
percent over the like month last 
year, when deliveries amounted to 
21,629 cars. 

Sales of 10,385 cars during the 
last 10 days of November com- 
pared with 10,191 in the corre- 
sponding period of the previous 
month and with 7,556 in the last 
10 days of November a year ago. 

Hufstader said that Buick deal- 
ers in the United States reported 
the sale of 14,696 used cars, bring- 
ing total used car sales for the 
month to 39,239 units. This sub- 
stantially exceeds the average used 
car stocks during the period and 
represents a turnover of used cars 
once every 27.5 days. 


Cadillac Reports 
Best November in 
Company’s History 


DETROIT.—The biggest Novem- 
ber retail business in the 37-year 
history of the Cadillac Motor Car 
division was announced this week 
by D. E. Ahrens, general sales 
manager. 

Final 10-day reports placed cus- 
tomer deliveries of 1940 Cadillacs 
and LaSalles for the month at 
4,450, topping the best previous 
November by 4 percent. 

“Perhaps even more indicative of 
the success of the new cars is the 
fact that November’s total was the 
best achieved in 29 months, or 
since May, 1937,” Ahrens said. 

“At the same time orders at the 
factory for 1940 cars have passed 
the 19,000-mark and are increasing 
daily. Orders are running approx- 
imately 20 percent ahead of a year 
ago. 

“Regarding factory operations, 
we announced at the outset of the 
new model season that fourth quar- 
ter production would better any 


comparative period. This schedule | 


is being maintained fortunately in 
view of our current sales increase.” 


W ould Change Name 


BUFFALO, N. Y.—Members of the | 


New York Motor Tariff Assn., Inc., 
are being notified that the organization 
pane to change its name to the Ne 


ork Motor Carrier Conference, Inc. 


o—_—_—_—_—_____- 









































THE RECORD-BREAKING smiles shown here on, left to right, W. A. Mor- 
tensen, president of the Aaron DeRoy Motor Car Co., Hudson distributors for 
Hudson general sales manager, H. F. 
James, advertising and merchandising 
manager, are on the occasion of Hudson Wayne County November sales setting 
a ak ak record with the best registrations since November, 1925. Hudson na- 
sales for November set an l1l-year record. 


the Detroit territory, George H. Prat 
Byrne, eastern sales manager, and W. 


tiona 


THEODORE HOMAN, left, oldest Hudson 
cake for 301 members of the Hudson Motor 
held last night at the Statler Hotel. Homan, 


here shown with W. G. Sin 
G. Baits, 
Motor Car Co., and 


clair, 


ca 


Hudson Hits High . . . 
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r New Car Sales Seen in Makin 












who was born in April, 1856, is 


resident of the Huds 20-Y: , Ss 
first vice-president end assistant Gaur a te Wedne 


eneral manager of the Hudson 


iss Elizabeth Easton, oldest employe in point of service. 


SHOWN SIGNING a purchase order for $100,000 worth of new Hudson auto- 
mobiles to be delivered to his company in 1940, Don B. Kirkwood, president of 
the Kirk-Ward Motor Co., Hudson dealers in the Lakewood district of Cleve- 


land. Left to right are H. H. Ward, vice-president; J. A. 
ager of the Hudson and Terraplane Sales Corp. of Clevelan 


Ferguson, zone man- 


, and F. B. Mc- 


Dermott, of the district personnel of the Hudson and Terraplane Sales Corp. 





Chevrolet Records All-Time 
November Sales In All Lines 


DETROIT.—The greatest volume 
of new passenger car and truck 
sales for any one month since Au- 
gust, 1937, was reported here last 
week by William E. Holler, general 
sales manager, Chevrolet Motor di- 
vision, with the release of the com- 
pany’s sales figures for November. 

During the month, Holler said, 
Chevrolet dealers sold at retail a 
total of 89,377 new cars and trucks, 
a figure which tops any previous 
month in 1939, any single month in 
1938, and seven of the 12 months in 
1937. 

The November figure is a gain of 
16.2 percent over the same month 
last year, Holler pointed out, add- 
ing that the last 10 days’ sales 
total of 30,002 units was up 19.8 
percent over the final 10 days of 
November, 1938, and slightly higher 
than the preceding 10 days in 1939. 

In November, 1938, a total of 76,- 
946 new cars and trucks were sold, 
while the sales total for the final 


1/10 days in that month was 25,053 


units. During the previous 10-day 
period of November, 1939, sales 
totaled 29,681 units. 


Chevrolet’s commercial car de- 


partment also reported a substan- 
tial gain. During November, 1939, 
the department reported retail 
sales totaling 17,376 units, a gain 
of 32.2 percent over the 13,145 units 
sold in November, 1938. Up like- 
wise were sales in the final 10-day 
period as against the same period 
last year. From Nov. 20 to 30, 1939, 
sales totaled 5,789 units, 16.7 per- 
cent above the 4,960 sold in the 
similar period last year. 


Used car sales during the month 
showed a corresponding increase 
in line with the passenger car and 
used car divisions, Holler said, 
dealers retailing a total of 118,252 
units, a gain of 18.2 percent over 
the 100,076 units sold in November, 
1938. Used car sales in the final, 10- 
day period of November this year, 
were 23.6 percent above the same 
period last year. A total of 43,935 
units were sold this year as against 
35,562 during the final 10-day pe- 
riod last year. 


The November used car sales fig- 
ure, Holler asserted, tops the fig- 
ures reported for four of the 10 
previous months in 1939 and seven 
of the reporting periods in 1938. 









Motor employe in years, cuts the 
20-Year Club at the annual dinner 








Hudson’s Recor; 


For Past 11 Year, 


Is Beaten in Noy 


DETROIT.—Retail sales of Hud 
son cars in the United States for 
the month of November set a ned 
1l-year record and gained 77 Des 
cent over November last year it 
was reported today by George 
Pratt, general sales manager 
the Hudson Motor Car Co, Tots 
retail sales for the month amoun 
to 10,250 units, he announced. 

Sharp upturns in Hudson Sales 
nationally for the week endj 
Dec. 2 were also reported b 
Pratt. Sales for the week gain 
10 percent over the previous wee 
and represented a new wee 
high for the current 1940 model 
season. “This bears out retail trade 
indices that the December genera] 
business outlook is the best in 
years,” Pratt said, “and it is alg 
interesting to note that the two 
Thanksgiving dates seem to have 
had a salutary effect on automo. 
bile buying at least.” 

. New dealers numbering 543 have 
joined the Hudson organization 
since the introduction of the 1949) 
models, Pratt revealed. 


Nash Nov. Sales 
Triple Total of 
One Year Age 


DETROIT.—Sales of Nash auto 
mobiles, which have been shatter 
ing records practically ever since 
the introduction of the 1940 mode 
about two months ago, climbed t 
even greater heights during the 
first 20 days of November wher 
they more than tripled those of thé 
same period a year ago, W. 4 
Blees, Nash Motors general sale 
manager, announced Thursday. 

Nash retailers in the U. S. soli 
3,538 new cars during the first % 
days of November, as compared 
with 1,147 during the first 20 days 
of November last year, Blees re. 
ported. 

Sales for the second 10 days o 
the month were 19 percent greater 
than those for the first 10 days 
indicating a continuation of the 
record-breaking pace, Blees_ ex- 
plained. 


Studebaker Sales 
Upped in Canada 


WALKERVILLE, Ont.—Stude- 
baker factory sales in November 
were greater than in any previous 
November in the company’s his- 
tory and 47.4 percent ahead of No- 
vember, 1938, according to a state- 
ment released today by M. &. 
Brooks, president, The Studebaker 
Corp. of Canada, Ltd. 

“Due to the great popularity of 
the Studebaker Champions,” Mr. 
Brooks said, “and the acceptance 
of Studebaker Commanders, Pres- 
idents and commercial cars, our 
business for the first 11 months of 
1939 is 106.6 percent ahead of all 
1938. In the three month period 
from Sept. 1 to Nov. 30 of this year, 
our sales were 99 percent ahead of 
the identical period in 1938.” 


GM Truck Sales 
Set New Record 


PONTIAC.—Truck sales to con- 
sumers in the United States by 
General Motors Truck & Coach for 
the month of November were the 
best November sales in the history 
of the company, according to J. P. 
Little, vice-president directing 
sales. The increase was 158 percent 
above 1938, and 45 percent above 
1937, which was the best previous 
November since 1928. The year in- 
crease to date over 1938 is 75 per- 
cent. 


In view of the fact that sales 
have been running at an extremely 
high level, it is an interesting fact 
that used truck stocks, as reporte 
by dealers, have shown a slight de- 
cline since July which was the high 
point of this year. 
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To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 
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ur Great Plants Are 
‘Delivering the Goods 


The Chrysler Corporation’s great plants are alive with activity . . . the 


workers are busy in the team-play of trained minds and skilled hands 


... building the finest, most popular automobiles the Corporation ever 


built ... the 1940 Plymouth, Dodge, De Soto and Chrysler. 


HEN WE SAY that Chrysler Corporation’s great 
plants are “Delivering the Goods” we mean every- 
thing the phrase means... 


DELIVERING THE GOODS...in the sense that ex- 
perienced workers are building the finest and most 
popular automobiles in Chrysler Corporation’s history. 


DELIVERING THE GOODS...in the sense that mil- 
lions of dollars a day in raw materials are coming in 
across the receiving platforms as trainload after train- 
load of new automobiles move out to dealers and the 
public. 


DELIVERING THE GOODS... in the sense that 
1940 Plymouth, Dodge, De Soto and Chrysler cars repre- 
sent today’s most beautiful styling, the most advanced 
engineering and the finest workmanship. 


The people of America have come to expect excep- 
tional engineering and high quality in Chrysler Corpo- 
ration automobiles. 


The 1940 Plymouth, Dodge, De Soto and Chrysler cars 
not only live up to that high expectation—they exceed it! 


It is an inspiring thing to see the quick responsiveness 
people show for outstanding value—the kind of value that 
is self-evident in car size, beauty, luxury, riding comfort, 
advanced engineering and fine workmanship. 


Equally inspiring—urging us on to ever greater prog- 


Chrysler C 


PLYMOUTH + DODGE - 


DODGE COMMERCIAL CARS AND TRUCKS 


PLYMOUTH COMMERCIAL CARS -> 


ress—is the unswerving confidence and loyalty of the 
merchants who sell and service our products. 


Such staunch and widespread confidence and support 
strongly indorse our policies and principles of good 
manufacturing and sound merchandising. 


We believe—and always have believed—that quality 
goes beyond good machinery and good materials. It lies 
in engineering genius, care and precision of manufac- 
ture, complete and thorough inspection. 


Furthermore, millions of Americans choose to believe 
that of all manufacturers, Chrysler Corporation is par- 
ticularly and notably successful in achieving the com- 
bined goal of low price and highest quality. 


The 1940 Plymouth, Dodge, De Soto and Chrysler cars © 


are by far the greatest values we have ever built—in 
smart styling, size, luxurious tailoring and appointments, 
riding quality and performance. 


We know it—our dealers know it—the men who build 
the cars know it—and it is common knowledge and talk 
throughout the country. 


May we suggest that you see your nearby Plymouth, 
Dodge, De Soto or Chrysler dealer? He will gladly 
let the car you are interested in speak for itself, for 
him and for us. 
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Group Meetings Promise 
Busy Week for Delegates To Start Census 


(Continued from Page 1) 


The Motor and Equipment Whole- | consequence, 


salers Assn. got its deliberations 
out of the way Friday and Satur- 
day at the Stevens, the program 
being featured by convention ses- 
sions with prominent speakers ad- 
dressing the delegates, plus a 
novelty labeled “Progress Junc- 
tion” and depicting a specimen 
parts depot or small branch out- 
let. Congressman Wright Patman 
of Texas delivered the principal 
talk. 

Also speaking before the associa- 
tion from the realm of manufac- 
turing was Arthur G. Drefs, vice- 
president of the McQuay-Norris 
Mfg. Co. 

The Motor and Equipment Manu- 
facturers Assn. also has reached 
out to Washington legislative halls 
for its principal speaker, Senator 
Styles Bridges of New Hampshire, 
who will address the convention 
Tuesday evening. 

Like these two associations, the 
National Standard Parts Assn. at 
its convention is considering trade 
problems, particularly those relat- 
ing to merchandising, along with 
sessions addressed by well known 
speakers. 

Then, too, there was the Auto- 
motive Boosters Club  Interna- 
tional’s annual banquet Sunday 
night at the Hotel Sherman, with 
the Overseas Automotive Club 
planning its annual reception and 
dinner at the Palmer House for 
Wednesday evening. 

Between convention sessions, 
visits to the show and “open 
house” receptions by manufac- 
turers, their customers are being 
well occupied. And, even though 
the “open house” functions and en- 
tertainment are in the nature of 
social affairs, plenty of business, 
if only indirect and of the good- 
will variety, is started. This state- 
ment is not to infer that jobbers 
and dealers buy from a company 
because of anything except prod- 
ucts that qualify for consideration. 


All week preceding the opening, 
A. B. Coffman, show manager, and 
the joint operating committee from 
the sponsoring associations, super- 
vised the installation of exhibits on 
a day-and-night shift basis. As a 


everything was _ in 
readiness for the opening. 

Aside from the amount of room 
available and the provision for ex- 
hibiting complete lines, the Pier 
has ample parking space for cars 
at the west and east ends of the 
building. 

The exhibitors, 329 in number 
and utilizing 959 booths, are mak- 
ing the most of their spaces in a 
merchandising way. They vie with 
each other to have the most at- 
tractive displays as a lure for show 
visitors, and are likewise putting 
their best foot forward, as it were, 
in exhibiting the pick of their 
products. The booths are things of 
beauty, with rivalry keen along 
aesthetic lines. 

Optimism rules the industry and 
trade, due not only to the advance- 
ments made in the items being of- 
fered, but also to the feeling that 
the recent spurt in business will 
continue and redound to the bene- 
fit of the after-market business. 

The increased private employ- 
ment and payrolls have caused 
greater buying power, the leaders 
agree. They state also that there 
is more of a tendency to put 
money into circulation, a condi- 
tion that applies to the general 
public and the operators of service 
stations, filling stations and ga- 
rages. Modernization is the watch- 
word in the battle for business, 
with investments in _ up-to-date 
equipment paying out, according to 
officials of the factories and job- 
bing institutions. 

Better co-operation between 
manufacturers and jobbers is be- 
ing advocated by all three associa- 
tions, and ways and means of se- 
curing it are being considered dur- 
ing the meetings being held here. 


Burgess Battery Change 


MADISON, Wis.—The Burgess Bat- 
tery Co., formerly of Madison, has 
been dissolved as a Wisconsin corpo- 
ration and reorganized as a Delaware 
corporation, it was revealed by the 


secretary of state’s office here recently. 
The new Delaware corporation was 
licensed by the secretary of state last 
week to do business 
Headquarters of the firm were moved 
some time ago from Madison to Free- 
port, Ill. 


in Wisconsin. 





ORD costumes came Mr. and Mrs. R. S. Wilson_to second an- 
oun pAvoN Balt at Akron lest week. Wilson is vice-president and salesmanager 


of the Goodyear Tire and Rubber Co. 





EILEEN AND KATHLEEN BREMKAMP, twin sisters representing ne 1 


and “Summer 


, , y lica of General’s new ‘2 in 
’ are shown surrounded - i a. < hits at the 1939 


twin-season tire, as a. eee = ial event in Akron and the tire industry. 


“Rubber Ball,” the leading annual soc 


With them at the right, is W. E. 


ice-president of General Tire, and, at 
ne the General Tire organization, who 


the left, Migs Mary Louise caus that surrounded the King and Queen 


represented ‘‘Machinery’”’ in the cour 
of the Rubber Ball. 


U. S. Is Ready 


Of Service Firms 


WASHINGTON.—Uncle Sam will 
take stock of the latest informa- 
tion. on automotive service estab- 
lishments and the range of their 
operations when the 1940 census of 
business begins in January. 


Every brake service firm, battery 
or tire dealer, general repair shop, 
automobile laundry, and every car 
dealer, garage and gasoline station 
will receive a census questionnaire 
from an enumerator as this phase 
of the sixteenth decennial census 
gets under way. 


Answers are required by act of 
congress, but this act also provides 
that reports to the census bureau 
must be held confidential. They 
cannot be examined for purposes of 
taxation, investigation or regula- 
tion; nor may contents of individ- 
ual reports be made public to any 
person or agency—governmental or 
private. 


Questions to be asked were de- 
termined upon in conferences of 
census officials with industry lead- 
ers, and reflect their considered 
judgment as to what information 
would be most valuable to the 
trade. Totals will be published for 
cities, counties and states by kinds 
of business. Thus meaningful com- 
parisons will be made possible 
without disclosure of facts about 
individual establishments. 


Information will be provided on 
employment and payroll, as well as 
self-employment of proprietors, 
firm members and members of 
their family. 


Stability of automotive service 
enterprises will be revealed by 
answers to questions on date of 
original establishment of the busi- 
ness, and date of acquisition or es- 
tablishment under present owner- 
ship. 

Those firms, which derive more 
than 50 percent of their revenue 
from sale of merchandise, will be 
asked to report on inventory, pro- 
portion of cash, credit and time 
sales, and an analysis of sales of 
the different commodities they 
handle. 


De Soto Regional 
Managers Gather 
At Detroit Office 


DETROIT.—De Soto regional 
managers joined factory executives 
in a round-table discussion of the 
company’s winter sales and mer- 
chandising program in a two-day 
meeting that started Friday morn- 
ing at the Statler Hotel. 


Topics under discussion ranged 
from production of 1940 models to 
used-car sales ideas, according to 
L. G. Peed, vice-president in charge 
of sales. 


Following the morning session on 
Friday, the delegation went to the 
factory for a first-hand glimpse of 
how smoothly production and ship- 
ments have gone into high gear to 
meet dealer requirements. 


This week each regional manager 
will conduct a meeting at his 
headquarters to pass along to the 
remainder of the De Soto field 
force the various phases of the fac- 
tory’s programmed activities. 


MEMA Elects 


New Directors 


NEW YORK.— The Motor and 
Equipment Manufacturers’ Assn. 
announces that members have 
elected the following to the board 
of directors of the association: R. 
B. Davis, Raybestos division of 
Raybestos-Manhattan, Inc., Bridge- 
port, Conn.; E. A. Hall, Hall Mfg. 
Co., Toledo, O.; H. R. Kerans, K-D 
Lamp Co., Cincinnati, O.; C. W. 


| Reeve, Kraeuter & Co., Newark, N. 


J.; E. J. Rich, Simoniz Co., Chi- 
cago, Ill. 


‘Dealers Tell Me,’ by William C. 
Callahan, is an open forum for the ex- 
pression of dealers’ opinions. It ap- 
pears weekiy in Automotive News. 





A NEW 
Westinghouse 





MAZDA LAMPS 


1. Seabed DRIVING Lassp 
2. Seabed PASSING Lasep 
3. Seated FOG Lamu 
4. Seabed SPOT Lamu 
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Tue superior qualities of the new Sealed Beam 
Headlighting System on 1940 cars has created 
a wide demand among motorists for accessory 
equipment to improve their lighting on older 
models. To meet this demand, Westinghouse is 
making available to accessory equipment manu- 
facturers a smaller Mazda lamp of the Sealed 


Beam type with the same basic features. 


Sealed against dirt and dust, these new all- 
glass units will have single filaments and four dif- 
ferent types of lenses, precision built for the four 
different accessory lamps. These lamps will be 


available soon. Westinghouse Lamp Division, 


Bloomfield, N. J. 
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Enabled them to make more retail 


deliveries than in any October 








OU’RE right if you think the 
sensational new Studebaker 
Champion is an important reason 
or the remarkable success that Stude- 
baker dealers are enjoying this year. 


But do you realize that the Stude- 
baker Champion, delivering as low 
as $660 at the factory, is only partly 
responsible for the enviable new 
prosperity of Studebaker dealers? 


ed They sell a complete line 


"Y \Studebaker dealers are “going to 
town” in profits this year as never 
is | before, because they serve the entire 
u- | passenger car field. Just a notch up 
ed | in price above the Champion, they 
get the business of additional thou- 
sands of discriminating car buyers 
with the impressive Studebaker 
Commander, winner of the Gilmore- 
Yosemite Economy Sweepstakes of 
be | 1939. And for those among their cus- 
mn, | tomers who wanta still more luxurious 
car, the superb 8-cylinder Studebaker 
President meets avy competition. 





in Studebaker'’s 87 years 


And that’s merely passenger car 
coverage. The real money-makers 
among Studebaker dealers are not 
stopping there. 


Commercial cars and trucks 


Studebaker dealers who make the 
most of every opportunity are sell- 
ing Studebaker commercial cars and 
trucks—offering the business houses 
of their community a choice of 38 
models from panel delivery wagons 
to heavy duty freighters. 


This success clearly means that 
Studebaker’s one complete-coverage 
franchise can mean a lot to you. And 
you can get in on this Studebaker 
progress and the profits it assures if 
you’re a soundly financed, successful 
operator. Nearly 1500 new dealers 
have switched to Studebaker this 
year. Why not find out what the situ- 
ation is in your territory? Write or 
wire me at once for details. Paul G. 
Hoffman, President, the Studebaker 
Corporation, South Bend, Ind. 
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Lone complelt 
did this for Studebaker 
dealers in October! 





aa 
Gor you! 


in handling the complete Studebaker 
line of passenger cars, commercial 
ee eee 













e YOU MAKE JUST 
ONE INVESTMENT! 


@ YOU PAY JUST 
ONE OVERHEAD! 


e@ YOU CARRY JUST 
ONE LINE OF PARTS! 


@ YOU ADVERTISE 
JUST ONE NAME! 


e YOU BUY JUST 
ONE ELECTRIC SIGN! 


@ YOU DO BUSINESS WITH 
JUST ONE FACTORY! 














22 STRATEGICALLY 
LOCATED FACTORY 
PARTS DEPOTS 


enable you to offer your customers quick, 
TOUT Uae teen me gle 
COM UT hchtebenical eLTo] TT am Lele hY 


| STUDEBARER... . THE GREAT INDEPENDENT 
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November Payments Total 
$72,026,000, Tires Excluded 


Special to Automotive News $224,954,000, with car and truck 
NEW YORK.—It looks like a/| companies accounting for $176,649,- 
merry Christmas for stockholders | 000 and parts and accessory units 
in automotive companies. Not in | $48,295,000. 
many months have dividend dec- To start off this month Chrysler 
larations equaled in number or/|Corp. declared $1 a share, which 
GUEENTS . SEDUG.. GE  TOOGEG . WOCHI, | cence 
most of which are payable this STOCK PRICE AVERAGES 


Se were 


" a — 
—_— 





month. — aun + _ 

November was the biggest month | 24 motors ...........37.52 35.88 —0.79 92.97 

of the year, with declarations in > eof COs... ‘oa ona = pe 

* parts-access. ...... 26. 25. —. 66 78 

t oa Ling 7 = 4 tire-rubbers .......23.27 22.85 —0.42 28.81 

por tire and rubber com anies.|...ce «ell none tacoma ¢,,| SPECIALLY ENGINEERED for greater strength and economy of mainte- 
& Pp *|means well over $4,000,000 to] nance, plus exceptional carrying space for bulky loads, are Plymouth’s 1940 com- 
a" a — oa Sane in| stockholders. mercial cars jus announced. his is the 1910 Pickup model, bailt on 8 special, 
rec . ruck-built chassis w -inch wheelbase. The rugged, truck-type frame has 
coe a the aeauanine anak Recent declarations prior to the/| ,ige channels six inches deep, and five cross members for extra strength. Also 


Chrysler action include the follow- | announced is a new Plymouth commercial half-ton chassis-and-cab, for users 
last year. ing, with the dates representing | who require special bodies. 

Car and truck companies last|the days on which payments are dae 
month declared payments amount- | to be made: Dec. 15; Clark Equipment, $1, Dec.| for which present stock is to be 
ing to about $58,596,000 and parts Autocar Co., $3 on the preferred, |15; Eaton Mfg., 50 cents, Dec. 19;| exchanged, Dec. 15; Fisk Rubber, 
and accessory firms declared $13,-| Jan. 1; Bendix Aviation, $1, Dec. | Fedders Mfg. Co., 20 cents, Dec. 20;| preferred, $1.50, Dec. 20; Ford Mo- 
430,000. For the first 11 months of | 11; Bohn Aluminum, 25 cents, Dec. | Federal Mogul, 37% cents, equiva-| tor of Canada, 25 cents on A and 
the year, total declarations totaled ' 21; Briggs & Stratton, 75 cents, | lent to 25 cents on the new shares|B stock, Dec. 16; Formica Insula- 
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Added advantages of design and application ... longer 
lived ... more miles and years of silent, smoother perform- 
ance account for the more and more Hyatt Quiet Roller 
Bearings on 1940 car, truck and bus production schedules. 
Yes, “Keep them Quiet with Hyatt” continues to be the 
“buy word” of the automotive industry when it comes to 
bearings. Hyatt Bearings Division, General Motors Sales 


Corporation, Harrison, New Jersey, and Detroit, Michigan. 





Automotive Dividends Swell Wall Street’s Xmas Sock 
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tion, 40 cents, Dec. 22; Fruehay 
Trailer, 25 cents, Dec. 15. 

General Motors, $1.25 on con, 
mon, Dec. 12, and $1.25 on pre. 
ferred, Feb. 1; B. F. Goodrich, ¢ 
Dec. 18; Goodyear Tire, 25 cents o, 
common and $1.25 on preferred 
Dec. 15; Hercules Motors, 50 cents 
Dec. 18; Houdaille-Hershey, Clay 
B, 50 cents, Dec. 21, and 62% cent, 
on A, Jan. 2; Libbey-Owens-Forg 
$1.25, Dec. 15; Motor Wheel, 4 
cents, Dec. 9; Muskegon Piston, 5 
cents, Dec. 21; Norwalk Tire ¢ 
Rubber, preferred, 87% cents, Jan, 
4; Perfect Circle, 50 cents, Jan, 2: 
Raybestos - Manhattan, 75 cents 
Dec. 15; Spicer Mfg., preferred, 75 
cents, Jan. 15; Stewart-Warner, 2; 
cents, Dec. 20; Twin Coach, 
cents, Dec. 22; United-Carr Fas. 
tener, 60 cents, Dec. 15; U. S. Rub. 
ber, 8 percent preferred, $6, De. 
22; Vogt Mfg., 20 cents, Dec. 1: 
Yellow Truck & Coach, preferred 
$8.75, of which $7 was on accumy 
lations, Dec. 23. 


Trading on the stock exchange; 
in shares of automotive companie 
has continued to be quiet. Averag, 
prices have receded fractionalh 
but there has been no heavy sell 
ing or particular weakness in am 
of the motor shares. 































Saati 194( 
Building Trade Upturn 


Seen Boost for Car Saleg PfOL 

TOLEDO, O.—The best winte 
building season in more than 1¢@fs \ 
years, as predicted by Stewart Mc 
Donald, federal housing admi 
istrator, will mean the best winte 
automobile season in many yea But ’ 
states J. W. Frazer, president o 
Willys-Overland Motors, Inc. 

An average of more than 5 befa 
new homes are being started eve 
day, according to McDonald's fig 
ures, and this indicates, Frazer be 
lieves, a national response to bet 


ter business and particularly bette MON 
business in industry. 


fact 


Dun & Bradstreet Survey The 
NEW YORK.—After a three-year in 
terim Dun & Bradstreet. Inc., has an 
nounced the revival of its Retail Ope 
ating Cost Survey, and again asks th for : 
co-operation of the retailers in th 
automotive trade. Questionnaires wi 
be mailed about Jan. 1 to more ths 
2,000,000 commercial enterprises. Th 
retail questionnaire is part of 
dual survey which includes the Busi 
ness Trend Survey, now in its third 
year. 


The 
is h 


gro 
thre 


GENERAL MOTORS BLDG 


FISHER BLOG. cent 


WEN CATER BOG. mat 
NO 


At 
ume 


Br NEAR YOUR} wh 
“CALLS” IN DETROIT | this 


Stop at the Abington, De- nea 
troit’s finest “uptown” ho- | 

tel. Only five short blocks ers- 
from General Motors, 

Fisher and New Center can 
Buildings. Three miles 

closer to Dodge, Chrysler 

(H.P.) and Packard plants. 

Complete service. Dining No 
Room. Free parking. 

Cabs. Bus service at both 

ends of block. Large 

rooms with bath from 

$3.00. Monthly rates from 

$60.00. 


ABINGTON 


Wuuuam J. Bayer, Pres. and Mor. 
700 SEWARD AVE. (Nr. 2nd Blvd.) 
DETROIT 





ABINGTON 
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ane E have good reason to be 
= happy with the reception our 
11940 models have had to date—and 
le proud of the engineers and design- 


: ers who built them. 


: But what pleases us most at this just- 

i before-holiday season is the simple 
‘dfact that our dealers are making 
ed Money. 


‘ij They have been doing pretty well 
"i for some time. 


: Their average volume, per dealer, 
is higher than that of any dealer 
group we know — they’ve ridden 

L through slack times of certain re- 

=| cent years with less “hurt” than 


many others experienced. 


| At the moment our annual vol- 
ume is running nearly four times 

Ri what it was back in 1936, and 
| this volume is handled by very 
| nearly the same number of deal- 

| ets—which of course puts more 
candy in each dealer’s stocking. 


Now, this success isn’t due entirely to the co- 


For a Smart Dealer... 


| i" 


gr. 
d.) 








oo Oc 
Stocking | 





operative help we seek to give 
through our field men but to the 
sound and constructive type of 
dealer the Buick franchise has at- 
tracted. 


If there are any more of that type 
to be found around the country we’d 
like to have some of them. | 


Naturally, we haven’t places every- 
where, but we do have a few open 
points, fairly well scattered through- 
out the country. 


We're filling those open points care- 
fully, by way of protecting dealers 
who have done a good job for 
us. But if you’d like a little of 
the candy in the Buick stocking 
and think you can do the job the 
average Buick dealer does—drop us 
a line. | 


Maybe we can work out some- 
thing that will mean a Happy New Year to 
both of us. Address inquiries to: W.F. HUFSTADER, 
General Sales Manager, Buick Motor Division. 
Flint, Michigan. 





EXEMPLAR OF GENERAL MOTORS VALUE 
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th Dimension 


The News of Automotive Advertising 





By Pete Wemhoff 


Dodge Truck 

The merchandising and adver- 
tising of the Dodge Truck Division 
of Chrysler Corp. will be handled 





H. F. Roy 


by Ross Roy, Inc., beginning Jan. 
1, 1940. Ross Roy, Inc. has handled 
for the Chrysler Corp. for 13 years 
the preparation of dealer and re- 
tail salesmen’s sales educational 
services. 

The passenger car advertising of 
the Dodge Division of Chrysler 


Ross Roy 


A PROUD RECORD OF ACHIEVEMENT Is 
THE HERITAGE OF TODAYS 


WESTINGHOUSE AIR BRAKES 


Age is not necessarily @ recommendation for a pro- 
duct or service * However, when that age is backed 
by leadership, it’s a pretty safe bet in picking a win- 


ner * Westinghouse Air Brakes set the pace in 1869 


. . » Today, fresh from a 


remarkable period of uncon- 


tested leadership, genuine 


Westinghouse Automotive 


Air Brakes still offer you the 


world’s safest, most dependable control at a cost far 


Corp. will be handled as before by 


Ruthrauff and Ryan. 


Changes 


Allan C. Whitehead, who's been 
handling food advertising for 
two years, succeeds the late S. S. 
Grogan as head of automotive 
advertising on Washington Post. 
Ten years ago Whitehead was 
sales manager of Willys-Over- 
land’s southern branch. 


C. Matthews Baxter will suc- 
ceed Whitehead on food ac- 
counts, while John W. Reiss is 
being transferred from retail ad 
dept. to handle accounts re- 
linquished by Baxter. 


Named 


S. E. Sangster is appointed ad- 
vertising and publicity director for 
Hayes Body Corp. He'll be as- 
sociated with trailer division, but 
will also handle all other promo- 
tional activities for company which 













XS 
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hy 


less then ordinary brakes * Consider these facts well 





JOHN S. BATHRICK, Pontiac northwest zone manager, had plenty to tell 
these newshawks who attended a “school” session in Seattle recently. Left to 
right are Len Cornfield, of the Seattle Star; noes Goodwin, of the Seattle Post- 


Intelligencer, and Dud Brown, of the Seattle T 


is expanding manufacturing pro- 
gram. 

Sangster, former newspaperman, 
handled publicity for several trailer 
companies in 1936-37. 


Screen 


General Motors’ Futurama, one 
of highlights at New York 
World’s fair, is now in_ the 


movies, Columbia Pictures using 
it as background for its forth- 
coming flicker, “The World of 
1960.” 
Futurama, 


which played to 


mes. Bathrick is at the right. 


5,180,000 persons at the fair, pro- 
vides 10-minute view of America 
20 years hence, showing 10-laned 
highways, winding skyways, 
powerful canal locks, giant 
dams, dream homes, et al. 


Combo 


Fruehauf Trailer Co. (Schipper 
Associates) abandoned the usual 
“bulletin” form of copy in an- 
nouncing its contest for truck 
drivers. Instead of merely publish- 
ing notice of contest, with list of 
prizes, ads pointed out importance 


BENDIX © WESTINGHOUSE AUTOMOTIVE AIR BRAKE CO., PITTSBURGH, PA. 


in selecting the proper braking equipment for your 


specific service . . 


. Light, medium or heavy, there 


is @ genuine Westinghouse Air Control designed 


especially to meet your most exacting requirements. 








of truck drivers as asset to Frue. 
hauf engineering department. 


“Problem in_ this Particular 
case,” according to Admanager 
Weldon W. Wise, “consisted not 
only of announcing this contest 
but to use this paid-space at the 
same time to promote better re. 
lationship with an _ important 
group in our industry.” 


One of illustrations in ads shows 
group of five pairs of feet, all jp. 
dicating different types of occupa. 
tion connected with transportation 
and gathered in a “conversation’ 
posish. Headline reads “Engineer. 
ing Conference at the Crossroads” 


Okay 


Michigan state administratiye 
board has finally sanctioned shoot. 
ing of sound flicker showing de. 
velopment of automotive transport 
industry in Michigan. Board jp. 
sisted that film give due credit to 
state police and state department 
as well as state highway dept. 
which will be a co-sponsor of proj. 
ect with U. S. bureau of public 
roads. 


State highway dept. will con 
tribute $25,000 and federal bureg 
$75,000 toward making opus. Film 
will be distribbed without cost tg 
theatres throughout U. S. 


Hudson 14-Year 
Sales Mark Upped 
In Wayne Count 


DETROIT.—Sales of new Hudso 
cars in Wayne County for Nove 
ber set a 14-year record with 58 
cars registered for the period rep 
resenting 7.34 percent of the enti 
industry business and placing Hud 
son in fifth sales position in th 
county, it was reported by W. 4 
Mortensen, president of the Aaro 
DeRoy Motor Car Co., Hudson dis 
tributors for the Detroit territo 


Sales for the month gained 174 
percent over November last yea 
as compared with an industry gai 
of 40.8 percent, Mortensen stated 
“Wayne County’s position as 
barometer of national sales make 
this record even more significan 
to announce the best sales sin 
1925,” Mortensen declared. 


Bearing out retail trade indice 
that the December business out 
look is the best in years, Morten 
sen disclosed that Hudson sales it 
the Detroit territory for the week 
ending Dec. 2 gained 41 percen 
over the previous week. “This up 
trend in December sales,” he said 
“coincides with national gains re 
ported by the factory for the samé 
week which set a new weekly high 
for the current 1940 model season. 


The DeRoy company has sold 
111,573 cars, representing over 73 
million dollars since entering busi 
ness, Mortensen revealed. 


Buffalo Steel Output Up 


BUFFALO, N. Y.—Steel operation 
in the Buffalo area aided by a sharp 
pickup in demand from automobile 
makers, continued to dominate the lo 
cal business scene during November 
Last month steel mills here operated 
at an average of 92.7 percent of capac 
ity compared with 87.7 percent in Oc 
tober and 50 percent in November, 1938. 


... IN BOSTO 





it Ft mW 


HOTEL KENMORE 


Commonwealth Avenue at 
Kenmore Square 


| Where you will meet the men in 


the industry —the KENMORE is 
located on Automobile Row. 


@ Rates from 3.50 

@ All rooms with tub and shower 
@ Ample parking space 

@ Cozy lounge bar 


L. E. Witney, Managing Director 
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me ACTUAL STORE INVENTORIES 


show an 887 increase in sales due to Radio— and Radio alone! 


EVERY obscuring detail was ripped away. The 
program was put through the stiffest cross- 
examination research could devise. The client asked 
for it; wanted to measure exactly the sales impact 
of his CBS program apart from all his other sales 
efforts. It took everything in the research book to 
do it: actual store inventories, home inventories, 
personal interviews and coincidental telephone 
calls. All these were used by Crossley, Inc. And 
this is how they did it: 


SLEUTHING at the counter! The biggest and tough- 
est job was an exact measurement of the impact 
of this program at the dealer’s counter. The client 
made it possible by choosing, for Crossley, two 
major markets in which all his sales factors were 
exactly comparable except for radio; his program 
was heard in one market, not in the other. Here’s 


how perfect a pair of marketing research scales the 
client picked: 







MARKET A MARKET B 
Population...... 149,900  Population...... 127,412 
Retail Sales*. ..515,928,000 Retail Sales*. . 515,034,000 
Retail Outlets*...... 506 —- Retail Outiets*..... 497 


*In this sponsor’s field. 





And remember: all sales and advertising efforts of 


the sponsor were identical in both markets except 
for radio. CBS alone made the difference! Crossley 
measured this difference by taking actual store 
inventories on the sponsor’s product week after 
week, for a full month. In exactly the same type of 
stores in both cities. In enough stores to be repre- 
sentative of all the stores in both cities. And this 
is what Crossley found: 


188 UNITS OF SALE PER WEEK IN AVERAGE STORES IN RADIO MARKET 


TU UNITS OF SALE PER WEEK IN NON-RADIO market 








Crossley found that average stores in the radio market were 
selling 188 units of the sponsor’s product, for every 100 
units of sales in average stores in the non-radio market. An 
increase of 88% due to CBS! 


CBS alone made the difference! 











sales are 8170 higher 


.. AMONG LISTENERS ONLY 


than the nearest competitor's 





(but only 7% higher among non-listeners) 


DOUBLE CHECK: Moving in from the total 
markets (where they found an 88% sales- 
increase created by radio) Crossley’s inves- 
tigators then checked the use of the product 
in the radio market alone; among families 
known to have heard the program, and fami- 
lies who never heard it. They found these 
families by coincidental telephone calls and 
by personal interviews: two test groups 
comparable in every way except for listen- 
ing to this program. And for their use of 
the sponsor’s product! When Crossley 
inventoried the pantry of each family they 
unmasked this striking competitive situa- 


tion — due to radio alone. (See chart, right) 


336 families use the sponsor’s product, 
for every 100 using the next competing 
brand, among regular listeners to this 
program. A 236% difference — created 
by repeated radio impacts. Among occa- 
sional listeners, there’s a 59% differ- 
ence in favor of the sponsor’s product. 
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REGULAR LISTENERS 
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KNOWN LISTENERS 





OCCASIONAL LISTENERS 


181 families use the sponsor’s product, 
for every 100 using the next competing 
brand, among known listeners to this 
program. An 81% increase — due al- 
most entirely to radio alone! For among 
non-listeners, for every 100 families who 
used the next brand, 107 used the spon- 
sor’s product —only a 7% increase. 
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AMONG REGULAR LISTENERS ONLY 


sales are 236% higher than the nearest competitor's 
(and 59% higher among occasional listeners) 





TRIPLE CHECK: During the personal inter- 


views, each “listening” family told Crossley 
whether it heard the program regularly or occa- 
sionally. The use of the sponsor’s product was 
then checked in these two groups of families 
—exactly comparable in every way except for 
listening regularly or occasionally. The chart 
on left shows what Crossley found. 


15 


—_ | —_— AUTOMOTIVE NEWS, DECEMBER 11, 1939 


MORE DETAILS 











16 








AUTOMOTIVE NEWS, DECEMBER 11, 1939 





THE MASK IS OFF... 


It’s seldom that an advertising medium is subject to the triple cross- 
examination reported on the preceding pages. Not often is every ob- 
scuring detail ripped so completely away. But radio, as you see, didn’t 


mind at all. And now that all the facts are in, there’s only this to add: 


The entire ambitious study was focussed on a CBS program on the air 


only six months prior to the tests. 


At no time did this program “rate” more than an average-sized audi- 


ence for its type of show. 
And its talent cost was below average. 


The results of this program were average, too... for radio. There’s 
nothing unique in this CBS “‘success-story”’... except for the care with 
which the power of a program was isolated and measured for its spon- 
sor. The results were there, whether “‘measured”’ or not. And the results 


continue, for the sponsor is still with us on the air. 


Who is the sponsor? Sorry, but he asked us not to tell. You know 


unmask our sponsor. 





how clients are. When they hit on as successful a sales strategy as 
this, they’re not prone to shout about it. So, while we’ve cheer- 


fully unmasked, in every detail, radio’s full sales-im pact we can’t 


The Columbia Broadcasting System 


485 MADISON AVENUE + NEW YORK CITY 
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ov. Bricker Promises OAA Ohic Compalnnten tA 


Ample Highway Expenditure 


(Continued from Page 1) 


tomotive industry. In the past 
was instrumental in getting us 
.the road to recovery following 
period of depression and it is our 
.ire to repay this obligation in 
yatever Way possible. The _ in- 
stry and its allied trades afford 
inful employment for thousands 
persons in this state alone, a 
ord in which it should be justly 
oud,” the state’s chief executive 
clared. 

In concluding his brief address, 
ich had to do with affairs of 
ate, in the main, he told the con- 
ntion that the governor’s office 
ij] always be open to the associa- 
m and will gladly consider any 
mstructive suggestions which it 
ight make for the betterment of 
ditions. 

Cylon W. Wallace, state registrar 
motor vehicles, another speaker, 
esented figures revealing for the 
st time, that since Dec. 1, of this 
ar, the state has collected $25,- 
2,000 through the medium of 
ense fees, which is $1,350,000 
ore than was derived from the 
e source last year. 

Harold Culbert, chief deputy 
wistrar in the bureau of motor 
hicles, who also addressed the 
mvention, discussed briefly reci- 
ocity agreements between the 
veral states as affects driving. 
“At the present time there are 
rtain states that have steadfastly 
fused to enter into any agree- 
ent with Ohio. These refusals, 
owever, have only spurred us on 
ith a view to having eventually 
nation-wide agreement. We also 
re working toward the end that 
salers’ plates will be recognized 















h every state in the Union,” he | 


nid. 

Col. Lynn Black, superintendent 
f the Ohio state highway patrol 
aid tribute to the foresight of the 


Westinghouse Adds 
Sealed Beam Lamp 
or Older Models 


BLOOMFIELD, N. J.—Many of 
he benefits of the new sealed beam 
ghting system, used on most of 
he 1940 automobile models, will be 
nade available soon to drivers of 
Ider cars through development of 
new line of auxiliary automobile 
ps, according to announcement 
re Wednesday by engineers of 
he lamp division of Westinghouse 
lectric & Mfg. Co. Most cars prior 
» the 1940 models, it was pointed 
ut, are not adequate to handle 
ealed beam lights because of a 50 
ercent increase in wattage. 

The new auxiliary lamps, accord- 
ng to the announcement, will in- 
lude the Mazda Sealed Driving 
amp and the Mazda Sealed Pass- 
ng Lamp, which will simulate the 
pper and lower beams of the 
ealed beam lights. A fog lamp and 
pot lamp will be added later. 

The lamps will be of all-glass 
hermetically sealed one-unit con- 
struction, and can be wired to the 













the existing headlights. 












Studebaker Corp. From 





anley, R. R. Powell 






Manager in the South Bend 
the At 





| state’s 


: JEW > representatives have been added to the field force of the 
EIGHT NEW factory wepee = right, standing, are: Glenn Finney, a - 
, or and J. A. Kreager. Seated are: S. E. Nichols, Jack 

Schroepfer, Roy B. ty Harry R. Goodbody and T. G. Heath, Nichols is @ repre- 
6 ?? , ing, W. Va., Studebaker distributor who took the training 
ne Of ~ ——— has been appointed Studebaker special representative. 
- ‘Kreager at the extreme right, is assistant to S. B. Cochrane, regional 
. “ branch. James A. Kornegay, recently appointed to | 


lanta branch, is not in the above picture. | Lakes 


law makers in enacting 
legislation making it mandatory 
that constables be attired in an 
approved type uniform and have 
their cars appropriately identified. 

“Enactment of this legislation 
has done much to break up racket- 
eering in constable courts through- 
out the state. In the past I have 
received an average of 50 com- 
plaints each month from irate mo- 
torists who have been stopped on 
the highways, supposedly by mem- 
bers of the patrol, only to deter- 
mine, upon investigation, that it 
was an officer working out of a 
justice court,” he said. 


He also urged the association to 
lend its efforts in urging motorists 
to drive slower during the ensuing 
winter months with a view to re- 
ducing accidents to a minimum. 

Attorney James M. Butler re- 
cited the numerous pitfalls that 
might be encountered’ through 
mortgages. 

“I advise all your members to 
confer with their counsel before 
entering into agreements. Do not 
accept the conventional contracts 
generally used by mortgage com- 
panies. Your first objective should 
be to determine whether the mort- 
gage you hold complies with the 
laws of the state. It is my hope 
that our present laws can be 
clarified to reduce such _ incon- 
veniences to a minimum. 

“The future will care for itself 
if you will use good judgment. 
Don't let the racketeers get you 
embroiled in court litigation be- 
cause of technicalities. Some _ so- 
called air-tight contracts are noth- 
ing more than trouble makers,” he 
concluded. 


Principal speaker at the closing 
session of the convention Tuesday 
night was E. J. Thomas, executive 
vice-president of the Goodyear Tire 
& Rubber Co., which followed a 
report of the resolutions com- 
mittee and the annual election of 
officers. 

Horace L. Taylor, of Akron, was 
elected president of the associa- 
tion, in the closing session Tuesday 
night. 

The association also announced 
the selection of Ralph Moorhead, 
Mansfield, as vice-president; O. C. 
Belt, Columbus, treasurer; George 
Bobb, Columbus, secretary, and 
Miss Verna P. Conner, who suc- 
ceeded J. Hoyt Cummings, who re- 
cently resigned to accept a national 
publicity drive on the west coast, 
|}as general manager. 





J. R. Way, Originator of 


P-A Body, Dies at 79 
BUFFALO, N. Y—James R. 
Way, originator of the cast alum- 
inum body which was a feature of 
the Pierce-Arrow automobile, died 
at his home here at the age of 79. 
Born in North Carolina, he came 

| to Buffalo about 49 years ago. 
| After working for carriage firms 
| for several years, he joined the 
| Pierce-Arrow Motor Co. in 1903. 
| He became chief body designer and 
was in charge of body building 





pper and lower beam circuits of! operations for the company for 


'more than 25 years. 








' 
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NOMINATIONS committee at the Ohio Automotive Assn. convention in Co- 
lumbus last week included, left to right, seated: Horace Taylor, chairman, 
Akron; Miss V. P. Conner, secretary, pro-tem. Standing, left to right, William 





McGraw, Bellaire and Ed. DeMooy, Cleveland. 


ne 


A BUSY GROUP at the Ohio Automotive Assn. convention at Columbus last 
week was the resolutions committee composed of, left to right, seated: E. J. 
Keller, Toledo; Frank Schaut, chairman, Cleveland; George Fellows, Steuben- 
ville, and Charles Black, Lima. Standing are: L. T. Patterson, Cincinnati; Ralph 





Moorhead, Mansfield and O. C. Belt, Columbus. 


Nash’s «Number 1 Salesman’ 


For 1939 Heads Honor Club 


J. Nelson, and W. P. Felix, 
president, both of Nash Detroit Co., 


DETROIT.—Nash’s Number One 
salesman during 1939 was Chris 
Gilkeson, of the Kinnebrew Motor 
Co., Oklahoma City, it was an- 
nounced today by W. A. Blees, gen- 
eral sales manager, Nash Motors 
Division, Nash-Kelvinator Corp. 

By virtue of his outstanding sales 
record during the year, Gilkeson 
thus becomes national president of 
the Nash Honor Club, an honorary 
organization of the top-ranking 
Nash salesmen in all parts of the 
United States and Canada. 

Nash’s second-ranking salesman 
for the year, the new vice-president 
of the club is Sonny Kaminsky, of 
Southern Motors, Savannah, Ga. 
The leading Nash salesman in 
Canada is M. Ejinarrson, of Leon- 
ard & McLaughlin Motors, Ltd., 
Winnipeg. E. A. Mark, Canada’s 
Number Two Nash salesman, is 
with the same dealership. 

Membership in the Honor Club 
is awarded to salesmen who meet 
strict qualifications and who per- 
form outstanding selling jobs dur- 
ing the year. Officers of the club 
are selected on the basis of their 
sales leadership in their territories. 

In congratulating this year’s 
honor winners, Blees declared that 
the men who make up Nash’s 
Honor Club membership are large- 
ly responsible for the rapid strides 
taken by the company during the 
past year. 

The new regional officers of the 
organization were announced by 
Blees as follows: 

Eastern regional president, Al- 
bert J. Reedy, Nash Hazelton Sales, 
Hazelton, Pa.; eastern’ regional 
vice-president, John F. Finnegan, 
Nash Boston, Inc., Boston. South- 
eastern regional president, E. J. 
Hunt, Price Motor Co., Chatta- 
nooga; vice-president, Melvin Karp, | 
Southern Motors, Savannah. Great 
regional president, Arthur 


Detroit. 
Western regional presi 


George LeFever, Art Travers, Inc., 
Gary, Ind.; vice-president, Karl] D. 


Edwards, Edwards Auto 


Rock Island, Ill. Southwestern re- 


gional president, C. C. Boyd, 


Richardson, Inc., Springfield, Mo.; 


vice-president, E. M. Clark, 


Moody Motor Co., Houston. 
cific regional president, George W. 
Miller jr., Miller Bros. Motors, Inc., 


Phoenix, Ariz., and vice-pre 


B. H. Sturgis, Pacific Nash Motors 


Co., San Francisco. 
Einarrson 
Canadian division of the 


while Mark is vice-president. 


“Dealers Tell Me,” by Will 
Callahan, is an open forum for 
pression of dealers’ opinions. 
pears weekly in Automotive Ne 


is president of the 


ws. 
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00 Dealers to Get Axe Under Amended Ohio La 





ATA Pledged Aid 
By Washington 
Truck Operators 


SEATTLE—Ted V. Rodgers, 
president of the American Truck- 
ing Assns., Inc., addressed a_meet- 
ing of truckers at the New Wash- 
ington Hotel, following a dinner 
meeting on Dec. 1. About 100 at- 
tended. Homer J. Testu, president 
of the Washington Motor Freight 
Assn., and Geo. V. Eastes, district 
member of the public relations 
committee, presided jointly. 

Rodgers, promoting the cam- 
paign to raise $500,000 as an adver- 
tising fund for the trucking inter- 
ests, met with a hearty response 
here. A number of large operators 
signed up for their quota, based on 
% of 1 percent of gross volume of 
their business. He reported about 
$175,000 having been subscribed 
thus far, with the indications fav- 
orable for obtaining the full 
amount budgeted. 

This was his 15th major-city 
meeting thus far held, with plans 
calling for meetings in 35 other 
principal centers. 

Impetus to the campaign was 
given by the recent Ickes attack 
on trucks. 


Johansson Gage 
Sales Indicate 


Business Upturn 


DETROIT. — Sales of Johansson 
gage blocks during October and 
November reached the highest 
point since May, 1929, according to 
the Johansson division, Ford Mo- 
tor Co. Enabling quick and accur- 
ate measurements to be taken in 
millionths of an inch, the gages 
are the backbone of production 
methods in a great variety of in- 
dustries. 


A universal standard of measure- 
ment, the gages insure that parts 
made to the same specifications by 
factories in widely separated parts 
of the world will be interchange- 
able, a necessity in modern mass 
production processes. Increased 
sales of the gages, it was pointed 
out, not only indicate satisfactory 
current industrial activity but re- 
flect confidence of manufacturers 
in continued high levels of produc- 
tion. . 


Coincident with the report on 
recent sales activity, the Johansson 
division announced the addition of 
chromium-plated gage blocks to 
the present line. The plating pro- 
cess provides a hardened surface 
more resistant to service wear than 
is possible with the plain steel 
blocks. The chromium-plating pro- 
cess will be applied, if desired, to 
sets of gage blocks returned to the 
factory for reconditioning. 


Used Car Ordinance 


JOPLIN, Mo.—Mayor Orville P. 
Mahoney has been meeting with used- 
car dealers in Joplin and the city 
council discussing terms of a proposed 
city ordinance regulating the used-car 
business. A tentative ordinance has 
been prepared by the city attorney and 
approval of legitimate used-car dealers 
is being sought. Regulation of the 
business so as to keep out ‘‘fly-by- 
night’’ concerns and prevent sale of 
stolen cars here is being sought. 
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GE Offers Sealed Beam Driving Lamp for Older Cangf 


Device Puts Earlier Lights 
On Par with 1940 Systems 


(Continued from Page 1) 


reflector absolutely protected, by 
hermetical sealing of the glass 
parts, against fumes, dust, dirt and 
moisture, factors which greatly re- 
duce light-output of prior-type 
headlamps. 

While each of the new sealed 
auxiliary lamps, rated at 30 watts 
and 6.2 volts, are only five inches 
in diameter as compared to the 
seven-inch width of the Sealed 
Beam lamps (rated at 40-30 watts 
and 6.4 volts), they differ from 
each other in design and in per- 
formance. 

The one new lamp, called the 
“sealed driving lamp,” produces a 
symmetrical beam of about 35,000 
candlepower and, like the “coun- 
try beam” from Sealed Beam 
lamps, has a moderate amount of 
light above the horizontal. This 
beam is intended to supplement 
the light from upper beams of cars 
1939 and older. 

The other new sealed unit, called 
the “sealed passing lamp,” is 
equipped with a lens especially de- 
signed to supplement light from 
the lower or “meeting beam” from 
old-style headlamps. It provides a 
wealth of illumination along the 
right side of the roadway without 
creating glare for approaching 
drivers. The beam, rated at 35,000 
candlepower, is similar to the “traf- 
fic beam” from Sealed Beam head- 
lamps. Its light distribution is said 
to be “asymmetrical,” the illumina- 
tion being spread to the right only. 
In using the sealed passing lamp, 
it is claimed the driver will find 
that the right hand road shoulder 
is illuminated farther ahead of the 
car and that more light is pro- 
vided on the right side of the road 
close to the car. Thus, roadside 
ditches and fences are made clear- 
ly visible. 


Nela Park engineers recommend 
that the sealed driving lamp be 
wired in such manner as to come 
on with the upper beam of the reg- 
ular headlamps. The passing lamp 
should be wired to come on with 
the lower beam of the regular 
headlamps. Each lamp should be 
wired through a switch clamped to 
the “dash” to permit the driver 
to turn the lamp off when the car 
is being driven on lighted city 


streets. 
While it is possible to install the 


new Sealed Beam system used in 
1940 cars on older cars, Nela en- 
gineers point out that this would 
be impractical and expensive to do. 
It would call for mounting the 
units at standard headlight height 
or require special adapters to fit 
present headlamp housings, more 
powerful electrical generators, a 
rewiring of the car, new foot and 
nog switches, or a relay mechan- 
sm. 

Much better results can be ob- 
tained and at considerably lower 
cost, according to Val J. Roper, 
automotive lighting expert at Nela 
Park engineering department, 
through the use of the new sealed 
lamps designed to supplement 
rather than to replace present 
headlighting equipment. 


Also announced this week by GE 
was the development of a new all- 
glass sealed fog lamp which pro- 
duces a symmetrical pattern of 
light with a sharp upper cut-off 
and a sealed spot lamp employing 
a clear cover glass in place of a 
fluted lens. They will be made 
available by General Electric early 
in the new year. 


Chrysler Peace 
Spurs Activit 
In Toledo Plants 


TOLEDO, O.—More than 2,500 
Toledoans will return to jobs next 
week as a result of the settlement 
of the Chrysler strike in Detroit. 
Several large parts plants here 
have received releases and have 
been busy for a few days moving 
parts accumulated in warehouses 
and plants here. 


The Electric Auto-Lite Co., which 
makes a large part of the starting, 
lighting and ignition equipment for 
Chrysler units, will recall about 
2,000 workmen. 

Bingham Stamping & Tool Co., 
City Auto Stamping Co., Doehler 
Die Casting Co. and Acklin Stamp- 
ing Co. also are scheduled to add 
workmen on Chrysler products. 

Business volume in Toledo 
jumped from $120,600,700 in Oc- 


tober to a total of $150,470,500 in 
November according to the bank 
debits reports. 





SEALED BEAM drivin 


lamps announced this week by General Electric are 


designed to bring oa To systems of prior years cars to the same ef- 
line 


ficiency as those of the 


Two lamps are used. 


One is cut in with 


the traffic beam the second joins it when the country beam is desired. Both can 


be turned off for city driving. 





DRIVING LAMP assemblies offered b 


y General Electric have all the charac- 


teristics of the sealed beam headlamps used in 1940 automobiles. 





Wisconsin Fair Sales 


Law Faces Court Test 
MADISON, Wis.—Superior 
Judge Roy H. Proctor: on Dec. 
1 took under advisement the 
case of the 20th Century Market, 
which is contesting the consti- 
tutionality of the unfair sales 
act to prevent loss leaders en- 


acted by the 1939 state legisla- 
ture. 


Attorneys were given until 
Dec. 15 to file briefs in the case 
and until Dec. 22 to file reply 
briefs. The act provides that 
merchandise must be sold at not 
less than 6 percent above whole- 
sale cost. 


Hayes Body Plans 
Capital Increase 


And Name Change 


GRAND RAPIDS, Mich.— At a 
meeting scheduled for stockholders 
of Hayes Body Corp., Dec. 15, of- 
ficials said that doubling of the 
company’s capital will be proposed. 
This is due to the expansion of 
business beyond the automotive 
field. Authorized capital would be 
increased from 500,000 shares of 
common stock of $2 par value, to 
1,000,000 shares. 

The increase in shares is de- 
signed to make possible the grant- 
ing of an option to John W. Young, 
new president, of the acquisition 
of 25,000 shares in four years; for 
acquisition of interests in other 
enterprises and to provide addi- 
tional shares to be offered to the 
public. 

Young’s option would cover 12,- 
500 shares at $4 a share, an addi- 
tional 6,250 shares at $5 and the 
final 6,250 at $6. The option is a 
part of the contract that brought 
the new president to Grand Rapids 
and the Hayes Corp. late this fall. 

It is also proposed to change the 
name from the Hayes Body Corp. 
to the Hayes Mfg. Co. 


Light and Sign 
Standard Parley 
Slated Jan. 11-12 


WASHINGTON —A national 
conference looking toward the es- 
tablishment of commercial stand- 
ards for automotive light and 
signal equipment will be held here 
Jan. 11 and 12, it was announced 
last week. The conference, to 
which all members of the light and 
signal manufacturing industry 
have been invited, will be held 
under the auspices of the National 
Bureau of Standards. It was called 
at the request of the light and 
signal group of the Motor Equip- 
ment Manufacturers Assn. 


Nine items, representing that 
many classifications of automotive 
lighting equipment, make up the 
conference agenda. They include 
adverse weather lamps; _inner- 
controlled spotlights for vehicles; 
clearance, marker and _ identifica- 
tion lights; tail lamps; license 
plate lamps; stop lamps; direction 
signal systems other than sema- 
phore type for vehicles; electric 
flares and liquid burning flares. 


Front-Seat Capacity 


Laws Face Revision 


DETROIT. — Driving regulations 
which fix the “safe capacity” of 
automobile front seats face further 
readjustment, engineers feel, if the 
trend to wider bodies continues. 


Front seats were originally lim- 
ited by law in some states to two 
passengers. Within recent years 
many states, recognizing the in- 
creased room in modern body de- 
signs, have permitted three. But 
automobile engineers have for 1940 
boosted front seat widths again. 
One of the roomiest bodies on the 
1940 automobile market is the La- 
Salle Special, in which the front 
seat is five feet wide. 


Ala. Collections U p bs 


MONTGOMERY, Ala.—Gasol 


collections foi: November totaled $1,268,- 
| 492, an increase of $41,939 over the 


same month a year ago, reports State 


} Revenue Commissioner John C, Curry. 











Keeping Up with ihe Times Continued from bars 










SALES FORCES were well represented at the Times party by, left to rig 
Tom ae sales manager Dodge Truck; B. Wagstaff, De Soto "sales mang, 
and J. P. Little, sales manager, General Motors Truck. Ke 





ADVERTISING magnates were at the Times party enmasse. Left to ri 
are: J. Stirling Getchell, head $ J. Stirling Getchell agency; Harry Mite 
of the same agency and W. A. P. John, McManus, John and Adams. 
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FROM THE advertising managers’ ——. 2 also 
eral Truck Co., Chick Bronson, De Soto, and 






were: Stan Mitchell, F 
- (Dick) Grant, Nash. 





AGENCY GROUPS also were present. At this table, left to right, are: Le 
Weston, assistant advertising manager of Oldsmobile; Gordon Eldridge, § 
a Barit Welch, Clarance Hatch and Curt Lewald, all of D. P. Brother 
Co., Oldsmobile advertising representatives. 











DRR. - s 


rysler 
Soto 


PRESENT at the Times party as usual was Chris Sinsabaugh, editor offdge. . 
Automotive News; with him are: C. M. Vandeburg, new public relations di- rd.. 


rector of Packard and at the right, Herb Devins, J. Stirling Getchell, Inc. 
Photos by Norman York, Detroit ® 
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Willys Gives Demonstration 
Rides to Supplier Executivest = 


Willys national sales organization F _— 
they visited manufacturer after Pilys.. 
manufacturer. Many an hour's dic- 
tation was delayed,” said Golden, 
“while the president of this com- 
pany or the sales manager of that. 
personally put the new Willys 
through its paces and incidentally 
discovered what his product had 
done to make this a fine motor 
car.” 

That this was solely an educa- 
tional program was stressed by the 
general sales manager, who in- 
sisted that there must be no sales 
talk, no pep talk. He told his men 
to “just let them ride in it, drive it 


and test it.” 
a atDE WITT | 
ERATED HOTELS | 


THEODORE De WITT, President 
net F. MARSH, Vice-President 










TOLEDO.—More than 350 execu- 
tives and department heads as- 
sociated with Willys-Overland Mo- 
tors, Inc. suppliers, have taken 
personally conducted driving tests 
in the new Willys of 1940. Officials 
of these organizations from the 
ones which supplied the windshield 
wipers to those associated with the 
Aluminum Co. of America have 
had a chance to see how their 
products performed in the new 
Willys cars. 





This was an idea developed by 
M. J. Golden, general sales man- 
ager of Willys, who sent personal 
letters to the officers of more than 
50 companies. “When our repre- 
sentatives call on _ you,” wrote 
Golden, “ride and drive this new 
car. Have as many of your organi- 
zation as you wish ride in it, drive 
it and see how it performs. The 
more you know about this car the 
more convinced you will be that 
Willys is going places in 1940.” 

“A regular fleet of deluxe sedans 
was unloosed on Toledo last week. 
In charge of members of the 





rkans: 











dist. oF} 


















rel 


ge 9 













s ° e 
AN's Production Estimate 
(U. S. and Canada Only) 
WEEKS ENDED DEC. 9, DEC. 2 


Jan.1 Jan.1 
Week Same Week Nov. to to 

Ended Week Ended 1939 Dec.10 Dec.9 

Dec.9 1938* Dec. 2* Revised 1938* 1939* 
gaan 47,945 40,555 48,975 193,128 998,472 1,330,614 
28,000 25,000 28,500 111,600 655,937 785,910 
Ee CRE Tee 7,595 5,360 7,551 $1,218 158,913 219,405 
settee eee 5,900 4,369 6,546 24,560 85,967 154,319 
ae UN urate 5,200 4,661 5,128 20,460 79,317 137,775 
ieee 1,250 1,165 1,250 5,290 28,338 33,205 
0 righ MOD coerce 25,250 22,635 25,200 104,090 557,094 835,047 
nanageBPrdt .............. 22,000 20,015 22,000 91,100 527,156 731,807 
seeeseeeses 2,500 2,000 2,500 10,300 12,065 81,550 
° 750 620 700 2,690 17,873 21,690 
sees eeees 23,100 22,465 4,100 860 493,572 638,142 
eveceaee 10,800 13,050 + $+ 298,158 $17,170 
Cs seeseceece 8,000 6,625 3,400 860 121,044 204,996 
se eseseoves 2,500 1,525 450 t 46,456 67,151 
eek cobs 1,800 1,265 250 $ $82,919 48,825 
is ben 3,348 1,519 $3,506 12,214 46,427 101,082 
Seve wx 2,800 1,410 3,285 13,560 50,723 77911 
suena ees 3,100 1,750 $3,142 13,467 50,493 70,218 
Nad 8k 4's a nits 1,920 1,725 1,957 8,148 31,850 60,900 
S-OVERLAND? 1,000 1,064 7128 4,585 13,597 20,944 
A $ 225 + $ 3,552 3,289 
Gea gmus £ 60 t $ 3,060 2,587 
ais aa t 19 $ + 564 770 
7,900 9,025 6,500 28,650 171,544 240,036 
eae hntcsu es 116,363 102,452 97,398 378,702 2,421,116 3,381,540 

vised. tIncludes trucks. {Closed. 


























By William Ullman 
Washington Correspondent 

ASHINGTON.—The year 1939 
rawing to a close with business 
industrial activity at very high 
and the outlook very defin- 
y is for a holiday trade volume 
ly comparable to the peak year 
1929. In this activity the auto- 
bile industry is participating 
apletely following settlement of 
Chrysler strike. Reports reach- 
official sources in the National 
tal indicate that for the last 
pr of the year a near-record 
put is virtually certain, while 
at retail are correspondingly 
buraging. 

rchandise sales by retail and 
lesale dealers are expected to 
a 10-year record as Christ- 
s purchasing climbs during the 
several weeks. 

Secretary of Commerce Harry L. 
pkins stated officially on behalf 
the department and its economic 


|, F 


her 


| Plant Activity 


mick....... steady; 7,595, five days 
igd.-LaSalle steady; 1,250, five days 
evrolet..steady; 28,000, five days 
rysler..resumes; 2,500, five days 
Soto..resumes; 1,800, five days 
ige....resumes; 8,000, five days 

Baath wd steady; 22,000, five days 

. e oad Cegrachamestiae closed 
five days 
Sua aie Oa miata aiee closed 
teeiaeas rise; 750, five days 
pe steady; 1,920, five days 
obile. .steady; 5,200, five days 
kard....steady; 3,100, five days 
outh resumes; 10,800, five days 
ES <5 ois 0° ¢ drop; 5,900, five days 
udebaker..drop; 3,348, five days 

























hristmas Trade Volume 


Seen Rivaling 1929 Record 


observers that substantially  in- 
creased purchasing power and the 
longer holiday buying season which 
resulted this year from the shift 
in the Thanksgiving date were 
combining to bring about the best 
Christmas business since the peak 
year of ’29. 

Automobile retailers are report- 
ing a considerably larger volume 
of orders being placed for cars to 
be delivered as Yuletide gifts, and 
there can be no doubt that dis- 
tributors who have made good use 
of the “give the family a new car 
for Christmas” theme are getting 
excellent results this year. 

Secretary of Labor Frances Per- 
kins has reported that factory 
employment gained by about 25,- 
000 workers (net) from the middle 
of October to the middle of No- 
vember. The significance of this 
gain is quickly apparent when it 
is pointed out that there usually is 
a decline of somewhere in the 
neighborhood of 160,000 workers in 
this period. Furthermore, this does 
not include the estimated 150,000 
workers who have returned to 
work at Chrysler and allied plants. 

Scores of concerns throughout 
the country are reported paying 
bonuses to workers and extra divi- 
dends to stockholders. 

Gradual reductions are being 
made in WPA employment and the 
feeling exists here that should the 
present upswing continue, or even 
be maintained during the coming 
year, important readjustments will 
be in order in the volume of such 
expenditures. However it is not 
likely that there will be any ap- 
preciable reduction in the volume 
of overall Federal spending because 
of contemplated increases in the 
amounts to be expended for na- 

























































Chrysler Corp.’s 
Output Accounts 


e ” 
For Entire Gain 
By Pete Wemhoff 
Associate Editor 
DETROIT.—Reaching its highest 
point since mid-June of 1937, car 
and truck production zoomed to 


116,363 units the 
Automotive News’ past week. The 


sharp rise from 
Production Estimate foot week's 97, 
130,000— 393 units was 


wholly account- 
ed for by re- 
sumption of 
full-time opera- 


< tions in Chrys- 
This ler plants fol- 
Week lowing settle- 
Last ment of the 54- 
Year day strike. 
— In the like 
period of 1938 a 
Last total of 102,452 
cars and trucks 
Week 


were produced. 

After getting 
sub - assemblies 
ready during 
the last two 
days of the 
previous week, 
Chrysler plants 
started pushing 
final assemblies 
last week in an 
attempt to fill a 
heavy backlog 
of retail orders. 
As a result the 
industry’s out- 
put last week 
marked the first 100,000-unit week 
since the week ending Dec. 10, 1938, 
when 102,452 vehicles were turned 
out. 

Chrysler divisions — Plymouth, 
Dodge, Chrysler and De Soto—as- 
sembled 23,100 cars and trucks last 
week. This compares with 22,465 
units a year ago, and 4,100 in the 
previous week. 


General Motors’ group total for 
the past week dropped slightly 
below the previous week’s 48,975 
cars and trucks, last week’s figure 
being placed by AvuTomoTive NEws 
at 47,945 units. In the comparable 
period of last year GM divisions 
assembled 40,555 vehicles. 


Production of cars and trucks in 
Ford divisions showed a fractional 
advance last week, the total being 
estimated at 22,250 units as against 
25,200 units in the previous week 
and 22,635 vehicles in the corre- 
sponding period of 1938. 


Independent producers held their 
assemblies steady last week, with 
Studebaker, Packard, Hudson, 
Nash and Willys-Overland finish- 
ing in that order. 

AUTOMOTIVE News estimated the 
miscellaneous group of car and 
truck makers produced 7,900 units 
last week. 





Tag Sales Up Sharply 

COLUMBIA, S. C.—According to A. 
W. Bohlen, director of the state di- 
vision of motor vehicles, a total of 
250,200 automobile licenses have been 
sold to South Carolina motorists since 
the sale of plates started in Septem- 
ber. The number sold is approximately 
14,000 ahead of the same date last year, 
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eekly Output Reaches 2-Year High of 116,363 Units 





Passenger Car Registrations 
Ten Months plus 6 States for November 


Nov. 








to Nov. 1939 19388 Unit 
Date Pos. 1939 Pos. 1938 Pos. Gain 

HIUEOUEG. i505 eve ner wens 2,427 1 476,429 1 362,530 1 113,899 
NL GES 6 ere 64 meee OM 2,260 2 392,466 2 298438 2 94,028 
Ree 520 5 320,680 $8 220,053 3 100,627 
EES “ainry. 4: 058 SiR 9 VSCE Oo 837 3 168,384 4 129,183 4 39,201 
Jere eee 142 11 163,381 5 77,194 5 86,187 
Dicer <4 oe desah eeaarnis 632 4 124,219 6 73,036 6 51,183 
SEE. ess 00d Cenc wise 492 6 113,327 7 67,313 7 46,014 
ao eer eee 329 8 67,826 8 32,164 10 35,662 
Oi ere 69 15 58,147 9 35,507 9 22,640 
> ee 223 10 51,978 10 63 51,915 
EEE, 6503.5 s sccm en cas 284 9 47,462 11 40,259 8 7,203 
ES ecu Se bi vien vee 70 14 47,088 12 27,249 12 19,839 
DEE Gere sa>sidiviacs 9-4 0.5,0ie 0M 335 7 46,848 13 31,668 11 15,180 
RNS Es tuvieee 66505:008 5:28 120 12 44,549 14 26,253 13 18,296 
Cadillac-LaSalle ......... 110 13 27,449 15 19,193 14 8,256 
NE 8 ora seve sow sews 44 16 15,958 16 13,672 15 2,286 
Willys-Overland ......... 41 17 10,851 17 11,102 16 251* 
ER cds sect s-chsa cess << 3,552 18 3,433 17 119 
RERDOUNG. sac Melek es iiaw cos, 887 19 920 18 33* 
Miscellaneous ........... 10 2,726 1,217 1,509 

EE ey er ene 8,945 2,184,207 1,470,447 713,760 
*Loss 


Studebaker Heads Protest — 
Inflation of Rubber Prices 


(Continued from Page 1) 


would be rather difficult to con- 
vince them it would not be to their 
interest to get all the traffic would 
bear.” Hoffman responded: 


“Well, American public opinion 
is a pretty potent force. I think we 
might convince them.” 

Vance told the committee that 
the automotive and other Ameri- 
can industries do not wish to take 
advantage of conditions created by 
the war in Europe to raise prices. 
He pointed out, however, that do- 
mestic prices depend to a large ex- 
tent on the cost of foreign raw 
materials and cited rubber as the 
outstanding example of this ad- 
verse influence. 

Leon Henderson, Securities and 
Exchange Commissioner, diverted 
the hearing into a discussion of 
automobile prices, telling Vance 
“the public still wants a real low 
priced car.” 

“The public always wants a 
lower price car, but when we of- 
fer them strip cars without any 
frills and conveniences the public 
doesn’t want it,” the Studebaker 
chairman responded with a smile. 

Vance and Paul G. Hoffman, 
Studebaker president, traced some 
of the results of the industry’s 
policy of “competition, volume and 
low prices.” 

Operating costs of automobiles 
have been reduced from 18 cents a 
mile in 1902 to 7.4 in 1920 and 3.1 
in 1938 they declared. 

The industry provides a market 
for 17 percent of all steel marketed 
in the United States, 80 percent of 
rubber, 69 percent of plate glass, 
65 percent of upholstery leather, 
35 percent of lead, 9 percent of tin, 
10 percent of zinc, 12 percent of 
copper, 29 percent of nickel and 10 
percent of all cotton. 

The industry “polices the prices” 
of its own raw materials except 
imports, Vance said. 

The protest upon the rising cost 


man’s statement to the committee 
that the British government should 
be informed that it is alienating 
public opinion. 
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CONTROLLED 


PROPERTIES IN NEW PLATING 





Adolph Bregman, consulting engi- 
neer, in a recent “Iron Age” ar- 
ticle, points out that one of the 
most valuable applications of elec- 
troplated Nickel is the industrial 
or so-called “controlled” Nickel 
plate. This dense, thick coating is 
for mechanical rather than deco- 
rative purposes. Heavy Nickel ap- 
plications with controlled physical 
properties are _ efficiently and 
economically used in three prin- 
cipal ways. “Electroforming,” where 
the finished article is produced en- 
tirely by electrodeposition. “Build- 
ing-up,” where mechanical parts of 
engines or other automotive parts 
can be repaired or salvaged after 
service wear or error in machin- 
ing. “Heavy coating,” where a 
complete part or entire surface is 
given a heavy coating of pure 
Nickel to prevent corrosion or heat 
oxidation. Thus, Nickel plate, orig- 
inally developed and still widely 
used for decorative purposes, has 
been developed 
into a valuable 
mechanical aid. 
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Used Car Selling Prices 


As Advertised, Nov. 20-Nov. 26 















Actual top and bottom prices on 1939, 1938 and 1937 
used cars, as advertised in local newspapers of current 
week. SEDAN prices only used in this comparison. 
Newspapers co-operating include: Boston—Globe; New 
York—Times, World-Telegram; Philadelphia—Bulletin ; 


Pittsburgh—Sun Telegraph; Cincinnati—Post; Detroit 
News; Chicago — Herald-American; St. Louis—Giob,. 
Democrat; Atlanta—Georgian, Journal; Dallas—Neis. 
Denver—Post; Los Angeles—Times; San Francisco 
Chronicle. 
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National Average, All Makes, Nov. 26—$618- . 
National Average, All Makes, Nov. 19—$631-9 
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n the classified section of metropolitan newspapers nationally, are compiled exclusively by Automotive News as @ copyrig 
have been compiled from published figures to establish the trend of the market and the resulting national in 
d, no car of make and model was offered during the period covered. 


Used Car Selling Prices, as advertised i 


This is the first time anywhere that bona fide top and bottom prices 


Where no prices are quote 









ymbus, Indianapolis, Minneapolis, New Orleans, Tulsa and Seattle appeared on this page last week and will be published again next week. 





Used car prices in Col 
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increase of 77 percent in new 

s delivered to customers over a 

parable period in 1938. In this 

tch Packard sales have been 

units as compared with 18,- 

m The increase would have been 

vortionately larger had Pack- 

™ been able this year to produce 
#; in even greater volume. 


d the assembly lines keep 

ning ‘em out in the effort to 

“mo up with orders. The plant is 

052-ipnmrating five days a week, SIX- 

725. ee er are A DAY, with a 
6a. a y output " re _ 

504- 4168 LIKE to write success stories 

407- 33% this, so naturally I dug deeper 

631- 5jggind out Packard's methods. As 

508- aie president of distribution it was 


ker’s immediate objective to 


420- ease sales outlets to match fac- 


896- S9g%y production. So, after donning 
614- 5 new toga, he talked to his 68 
175- qgpributors and, as a result, they 
— greased by 60 percent the num- 
B99- 890 of wholesale men in the field 
397- Hojmanization. The success of this 
07- gaxperam is evidenced by the ap- 
37-7 tment of 402 new dealers since 
- nouncement time four months 
462- 5808 In November, just ended, 173 
158- e put on, marking that month 
114- ggthe biggest in dealer recruiting 
58- fig t Packard has ever enjoyed. So 
a Packard has 1,775 outlets. 
cane x oe # 
96- Wwe ARE well pleased with our 
'51- 84) line and it has shown a strong 
42- 285eal for dealers and has had en- 
34- siastic public acceptance,” said 
i6- ai ker. “Naturally, I would say, 
we have the broadest coverage 
58- 3ilfany manufacturer selling one 
12- 71 of cars under one name. Our 
e range is $867 to $6,300. Right 
35. the industry’s average price 
p 9 percent over last year while 
- 8ickard’s price is down 6 percent. 
22- the One-Ten we have an ad- 
4- goptage of $133 under our 1939 
oan on the One-Twenty $160; 
-““E the One-Sixty $400, and on the 
i7- 48%e-EKighty $1,765 as compared to 


19- 2592 Twelve. The One-Eighty, you 
i7- sip, replaces the Packard Twelve 
a 700g OU. luxury car and has demon- 
“fated that it outperforms the 
19- Shelve. With our new 165 horse- 
55-102%gver engine I don’t wonder at 
0- 61g ncidentally, our senior cars, the 
e-Sixty and the One-Eighty, are 
‘Bving fast in a sales way—in- 
5- M5Based over 100 percent over 1939. 
1- 549d so far we have been selling 
0- si Of the One-Ten sixes to every 
s—ae Of the One-Twenty model 
572 he. ok cS * 
0- 352HERE’S A business romance, 
5. geypuccess story, back of the an- 
z uncement last week that the 
2 dge Truck advertising from now 
0- 419] will be handled bv Ross Roy, 
R- ioe Our neighbor on the fifth 
7. pier Of the building at 2751 East 
ferson, Detroit, which houses 
i- Sfromorive News. For Ross Roy 
- 946 built a unique and successful 
s6einess out of an idea he de- 
oped when he was a Dodge retail 
esman. He started out selling 
ds in his home town of Janes- 
394fe, Wis. in 1922. He liked the 
goigtk and in 1924 he went with the 
Bigpese dealer in Janesville. 
t didn’t take him long to learn 
t a successful salesman must 
- 3i76fow more than the list price and 
- 651F Specifications. He figured a 
—qosgesman must not only know the 
—@duct he was selling but also the 
- 356 Bduct of his competition. This, 
- 765% figured, would make him a bet- 
- 6208 Salesman. So he set about de- 
—qapePing a formula, a system of 
. mpiling and arranging for use 
- #2} retail selling a veritable store- 
- 592 of practical and technical 
- 354PWledge about all motor cars 
d trucks, new and old. Nothing 
¢ it was known in the automo- 
- 563% industry at that time. 
. 425 * * * 
432 FOSS ROY became that Dodge 
387 aler’s best salesman and _ the 
—®ployer, seeing the value of his 
285 stem, had him pass along his in- 
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formation to the other salesmen. 
Ross broadened his operations and 
soon, from a small office in Janes- 
ville, he was supplying the service 
by mail to Dodge salesmen 
throughout the middle west. Which 
resulted in Ross, in 1927, moving to 
Detroit and making his_ service 
nation-wide. He brought into the 
Detroit picture his brother Hubert 
and they started to go to town. 


The depression didn’t bother 
them—activities broadened and the 
personnel grew proportionately. In 
1932 they inaugurated a used ve- 
hicle sales service, the first of its 
kind in the industry. They also 
took on a large-scale preparation 
and production of sound slide 
films and today they are rated as 
the second largest producer of 
sound slide films in the United 
States. 


* * * 
IN THE LATER years they 
have specialized largely in the 
preparation of complete merchan- 
dising campaigns. In many 


stances the breadth of these cam- 
paigns have involved the consoli- 
dation of merchandising and ad- 
vertising through the unified pro- 
gram with a single objective. They 
have had for customers not only 
the Chrysler Corp. but other large 
American corporations as well. So 
obviously the step into the adver- 
tising agency field was only a 
logical one and a short one! 

Today our neighbor upstairs has 
an organization of more than 100 
persons, including a large corps of 
experienced advertising, merchan- 
dising and news writers and 
analysts well known in the auto- 
motive, tire, refrigeration and 
other industrial fields. Facilities 
include an art department of un- 
usual size, a photographic studio 
covering an area of more than 8,- 
000 feet and manned by a staff of 
14 persons. 

They’re kindly neighbors, those 
Roys—they let our own Bill Calla- 
han park his car on their private 
lot back of our building. 

+ * * 


ONCE A YEAR Julius Ochs Ad- 
ler, general manager of the New 
York Times, comes to town (slang 
for Detroit) and throws a party at 
the Recess Club, just under the 
golden tower of the Fisher build- 


bile industry, with his Detroit rep- 
resentatives Ben Etter and Bill 
Mason, co-operating. This time the 
party was staged on Thursday of 
last week. 

The Adler luncheon is one affair 
in Detroit that brings together a 
truly representative cross-section 
of the automobile industry and 
this most recent get-together was 
no exception to the rule. Brass 
hats, little brass hats and so on 
down the line, enjoyed Col. Adler’s 
hospitality. No axe to grind, but 
the colonel wanted to meet his 
friends in the industry, say howdy 
and gather first-hand information 
as to the condition of the automo- 
bile industry. 


He brought with him this time 
John Kieran, his sports columnist, 
who was the first man to get a by- 
line on the Times’ sport page. 

John, though, has other claims to 
fame—he’s the John Kieran, who 
is the outstanding voice on Canada 
Dry’s weekly radio program, “In- 
formation Please.” As we all know, 
he is the Encyclopedia Britannica 
in human form—he knows all the 
answers and you can’t stump him. 
He ran true to form at the Adler 
party but the automobile industry 
apparently suffered an inferiority 
complex and were content to listen 


in- | ing, for his friends in the automo-!to Kieran spin amusing yarns 


21 


rather than ask him questions. The 
way he handled himself made me 
proud of the fact that “once I was 


a newspaper man.” 
* * * 


AND AMONG those who nibbled 
buns and ate the lunch were such 
important brass hats as Alvan 
Macauley, B. E. Hutchinson, Fred 
Zeder, M. E. Coyle, C. L. McCuen, 
Nick Dreystadt, Roy Peed and 
Harry Moock among the high com- 
mand, and general sales managers 
like J. B. Wagstaff, Tom Moss, Don 
Ahrens and others, not to overlook 
advertising managers and the tom- 
tom beaters. In all, 176 broke 
bread with the colonel. 


George F. Schlesinger 


WASHINGTON.—George F. Schles- 
inger, chief engineer and secretary of 
the National Paving Brick Assn. and 
treasurer of the American Road Build- 
ers’ Assn., died here last week. Mr. 
Schlesinger was widely known in en- 
gineering and road building circles 
throughout the country. He had served 
on the Ohio State University engineer- 
ing faculty; had been division en- 
gineer of the Ohio State highway de- 
artment; director of the Ohio State 

ighway and public works department. 
He joined the National Paving Brick 
Assn. in 1928. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 


She stopped a freight train 


with her fingers—by TELETYPE! 


SHE weighs only 115 pounds, but the touch 


of her slim fingers on the keyboard of a 


teletypewriter machine stops trains to pick up 


merchandise, loads and unloads ships, and 


makes machinery hum in distant factories. 


Bell System Teletypewriter Service flashes 


accurate, two-way messages. As quickly as 


the keys are tapped, words are instantly 


reproduced at all connected points, with 


carbons for records and routing. 


Typing-by-wire service is employed by many 
businesses for many uses . . . to flash detailed 


orders from sales branch to factory ... to 


issue shipping instructions at distant points 


--. and to handle brokerage transactions. 


If you’d like to know more about tele- 


typewriter service, a Bell System represen- 
tative will gladly discuss it with you. You 


can get in touch with him easily 


esd 


through your local telephone office. A 


BELL SYSTEM TELETYPEWRITER SERVICE C)} 
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Chapter XLIX—Roll Call of the Electrics 


_ Mebbe you don’t know it, but Studebaker started out 
in the automobile business building electrics. Its folk 
lore tells of how back in 1902, the House of Studebaker, 
world’s biggest carriage builders, figured there was 
something to this new method of transportation, and 
started building electric runabouts and light delivery 
cars. That first year some 20 vehicles were built and 
sold. In 1904 the Studebakers went at it seriously and 
from that year through 1912 they turned out about 
1,800 vehicles. By that time the gasoline car had left 
its field behind it. But Studebaker had not been asleep 
at the switch. Sensing the situation in 1908, they had 
entered into a deal with E-M-F, otherwise Everett- 
Metzger-Flanders, who had put out the E-M-F gas car, 
whereby there appeared a Studebaker-E-M-F and in 
1910, Studebaker gained control of E-M-F and absorbed 
it. In 1911 the Studebaker corporation was formed and 
a year later the electric was dropped. So, of the 
present-day manufacturers of automobiles, Studebaker 
is the only one left that started in the business as a 
builder of electrics. 

Yet at one time there were at least 36 manufacturers 
of electrics in this country. By 1928 there were only 
three left—Detroit, Rauch & Lang and Milburn. Today 
Detroit stands alone—the dodo of the present automo- 
bile business in this country. I can’t remember all who 
were in this branch of the industry, but I am sure you 
who read this will recall such famous names as the Co- 
lumbia, Pope-Waverly, National (afterwards a gas car) 
Baker of Cleveland, Woods of Chicago, Kimball of Chi- 
cago, Ohio of Toledo, Flanders of Detroit, Chicago of 
Chicago, Argo of Saginaw, Columbus of Columbus, O., 
Babcock of Buffalo, Broc of Cleveland, and Hupp-Yeats 
of Detroit. 


Detroit Electric Sole Survivor 


I recall, when I came to Detroit in 1930, the story I 
wrote for my column, “Sparks,” about the passing of 
the electric. Digging around for material, I ran into 


A. O. Dunk, who died a couple of years ago. Mr. Dunk . 


had been appointed to wind up the affairs of the Detroit 
Electric Car Co., founded by W. C. Anderson. That was 
in 1927, but Mr. Dunk carried on. Orders poured in and 
had to be filled and Mr. Dunk filled them. He had no 
salesmen, no sales promotion material and there was a 
demand for electrics, created by word of mouth from 
those who had owned electrics in the past who wanted 
new rigs and from their friends who had been told of 
the comforts of the car. 

At the time I wrote the story Mr. Dunk was produc- 
ing from 10 to 12 vehicles a month. He had modernized 
the design so you couldn’t tell that the car had elec- 
tricity for its motive power. It looked like a modern 
gasoline car. Its touring radius had been vastly in- 
creased by improved batteries which gave it more mile- 
age per charge; in city traffic it was as fast as a gas 
car, if not faster, because of its quick starting after 
getting the green light. And Mr. Dunk was getting 
from $2,800 to $4,200 for his product. 

The three-cornered race has ended. Gasoline power 
for automobiles had no competition; so far as America 
is concerned steam is dead, so I will give electricity the 
title of runner-up in this battle of the four decades. In 
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STUDEBAKER started in the automobile industry in 1902 
with an electric carriage. Above is a reproduction of one of the 
company’s earliest advertisements. 


NATURALLY there was an evolution of the design of electric 


carriages. 
rivals. 


More and more they were made like their gasoline 
Above is the present product of the Detroit Electric 


Vehicle Co. Hard to tell from a gasoline car, eh? 


a competitive way it never bothered its gasoline rival, 
once the latter was accepted, and over the years its an- 
nual production was only a drop in the bucket in com- 
parison with gas. Official figures are hard to get. I find 
that in 1909 Washington reports 3,826; in 1914 the 
count was 4,669 and in 1919 it was 3,183. After that no 
one took the trouble to compile the figures apparently. 

However, I have done some sleuthing myself and from 
A. R. Renz, who now is carrying on the work of the late 
A. O. Dunk in what now is known as the Detroit Elec- 
tric Vehicle Co., I get the estimate that altogether there 
have been built approximately 50,000 electric carriages. 
Renz has the accurate count on his own product, which 
started out as the Anderson—13,862. There probably 
were 12,000 Milburns built, 9,300 Rauch & Langs and 


1,000 Woods. 


Interesting, too, is his compilation of 


electrics still in use. Necessarily in his business he has 
had to count noses—prospects—and his books show 
that as of today there are 1,450 electric carriages of all 
makes still owned in America. 


Eprror’s Note: 


This is the forty-ninth instalment of Chris 


Sinsabaugh’s memoirs. Succeeding chapters will appear 


in subsequent issues 


of Automotive News. 


Pontiac Tribe Holds Sales 
Pow-wow at Home Office 


PONTIAC. — Twenty-four repre- 
sentative Pontiac dealers from the 
company’s 23 zones, together with 
seven zone managers and the four 
regional managers, met in Pontiac 
and Detroit with company execu- 
tives Monday and Tuesday of the 
past week. 

It was the first Pontiac dealer 
merchandising conference of the 
1940 model year. Reports heard 
from every section of the country 
told of the favorable reaction to 
the new cars which has resulted in 
record-breaking sales this fall. 

“Dealers freely discussed the 
probable state of business in the 
country during the next few 
months,” said D. U. Bathrick, gen- 
eral sales manager, who directed 
the conference meetings and 
steered the discussions. “Many of 
these men have been with Pontiac 
for a long period of years and 
their continued success enables 
them to judge quite accurately the 
factors that govern automobile 
sales. The opinions of these men, 
reflecting as they did confidence in 
the future, are regarded highly by 
all of our executives.” 

In addition to informal discus- 
sions on business and questions of 
general policy, the conference pro- 
gram included presentations and 
round table talks on the principal 
subjects affecting successful mer- 
chandising. 

Advertising was covered by F. A. 
Berend, Pontiac advertising man- 
ager and W. A. P. John, advertis- 
ing agency head. New campaigns in 
newspapers and magazines running 
into the new year were shown. 

Monday afternoon was devoted 
to a trip through the factory fol- 
lowed by a discussion of design 
and production participated in by 
General Manager H. J. Klingler; 
Chief Engineer B. H. Anibal, and 
General Manufacturing Manager 
P. H. MacGregor. A banquet was 
held at the Statler hotel Monday 
evening. 

Tuesday’s conference was taken 
up with talks and discussions of 
sales promotion of new and 
used cars, business management, 
service, parts and_ accessories. 
They were led by Gordon Hersh, 
sales promotion manager; P. R. 
| Warmee, assistant sales promotion 
|manager in charge of new cars; 
| Harry Bygel, assistant sales pro- 
motion manager in charge of used 


cars; R. A. Dickinson, business 
management manager; L. K. Mar- 
shall, service manager and J. H. 
Otis, parts and accessories man- 
ager. 

Pontiac dealers attending the 
conference included W. H. Bassett 
of Wm. H. Bassett Co., Brockton, 
Mass.; A. N. Couri, Couri Motor 
Co., Portland, Me.; Arthur Holmes, 
Mallon Suburban Motors, East 
Orange, N. J.; Norman Underhill, 
Underhill & Underhill, Lakewood, 
N. J.; H. D. Shipley, Oriole Pon- 
tiac Co., Baltimore, Md.; C. H. 
Harriss, Crescent Motor Co., Salis- 
bury, N. C 


Carl P. Longnecker, Longnecker 
Motor Sales, Erie, Pa., Pontiac’s 
oldest dealer; Frank Montgomery, 
Montgomery Pontiac Co., Steuben- 
ville, O.; Stan K. Lassen, Battle 
Creek, Mich.; J. E. McCulloch, 
McCulloch-Walton, Inc., Cleveland, 
O.; Chas. Sturgill, Charlie Sturgill 
Motor Co., Lexington, Ky.; Wm. 
M. Boomershine, Boomershine Mo- 
tors Co., Atlanta, Ga.; A. C. 
Bailey, Bailey Motor Co., Decatur, 
Ala. 


Leon J. Waters, Waters Motor 
Co., Madison, Wis.; Frank Tenney, 
Tenney Pontiac Co., Decatur, II; 
Harry E. Smith, Smith Motors, 
Inc., Omaha, Neb.; A. T. Hansord, 
A. T. Hansord Co., Minneapolis, 
Minn.; W. A. Kuykendall, Kuyken- 
dall Pontiac Co., Muskogee, Okla.; 
Tom Abbot jr. Frontier Pontiac 
Co., Fort Worth, Tex.; E. B. Baker, 
Baker Motors, Corpus Christi, Tex. 

Eb Wells, Oakland, Calif.; Clair 
R. Savage, Savage-Haldeman Co., 
Los Angeles, Calif.; M. H. Hopkins, | 
L. Y. Billingsley Motor Co., Port- 
land, Ore., and Wm. S. Hill, Gem 
State Auto Co., Pocatello, Idaho. 

Zone managers who attended the 
conference were M. C. Thompson, 
New York City; R. O. Nenke, 
Charlotte, N. C.; G. E. Finney, 
Buffalo, N. Y.; W. J. Mougey, Chi- 
cago; L. W. Thoms, St. Louis; G. 
C. Sumner, Kansas City, and Dan 
O’Madigan jr., Denver. 

The four Pontiac regional man- 
agers who attended were V. A. Dav- 
ison, Atlantic Region, New York 
City; J. A. Grier, Central Region, | 
Pontiac, Mich.; Allen Wright, Mid- | 
west Region, Chicago, and T. M. | 
Ray, Pacific Region, San Francisco. 


_Keep abreast of current truck legisla- 
tion in Automotive News’ truck section. 


Pontiac Novembe al 





Sales at All-Tin 
High for Mont 


PONTIAC.—Pontiac moto r 
vision has just hung up a reco, 
of the greatest number of on 
new car sales and the greate 
number of used car sales for , 
November in the company’s }j 
tory, according to D. U. Bathric 
general sales manager. 

This will also be the largest p 
cember and the largest last que 
for any year, he predicts. Altho 
production is booming, there 
practically no increase jn inve 
tories of new cars, while ung 
orders continue to increase, 

“In November 21,539 new Po 
tiacs were delivered which is 
percent above October and 447 
cent above November of 1935 
Bathrick said. “This was the ¢ 
time that our dealers ever deliverg 
that many cars during Novembe 

“Motor vehicle registrations q 
ing the first 10 months of 193 
which are the latest complete 4 
ures available,” he continue 
“show that Pontiac is 70 perce 
ahead of the same period of 193 
compared to 48 percent for the e 
tire industry. 

“From the beginning of the 135 
model run to Dec. 1 we have b 
59,218 cars which is an increase 
64.1 percent over the number 
1939 models built up to Dec. 1 9 
year ago. Unquestionably, Octobe 
November and December will 
the biggest last quarter of ay 
year in Pontiac’s history. Acco 
ing to present indications it loo 
like a 48 to 55 percent increase 
business for us in 1940 as comps 
to 1939, which will mean we sho 
sell from 215,000 to 225,000 of 
1940 models. 


“Used car sales also were {i 
biggest of any November in 
history, with a turnover of 2 
for the month compared to 2 
in October and 19,835 in Novem 
of 1938.” 


Waukesha Strike 
Hearing Delaye 


WAUKESHA, Wis.— Two ne 
developments in 
Motor Co. 
which has been in progress 
weeks, were the announceme 
that complaint has been filed wi 
the NLRB against the company | 
the machinists’ union, and the 
formal announcement to attorne 
that the hearing on the injunctic 
scheduled for Thursday mort 
was postponed until 10 a.m. } 
day, with Circuit Court Ju 
Henry P. Hughes, of Oshkosh, 
possible trial judge. 

While no formal order was 
ceived out of circuit court here, 
the postponement of the hearil 
nor the selection of the judge, 
liable sources stated today 
Circuit Court Judge Henry Loe 
ney, who signed the order to 
union to show cause why a te 
porary injunction should not 
issued restraining them from t 


|ring the office employes from 


tering the plant, would not 1b 
the case. Reliable sources 
stated that Judge Hughes wot 
be called in. 


The complaint of the local m 
chinists’ union against the mov 
company alleges that the comp 
has interfered with unionizati 
and that it has refused to bargé 
said I. E. Goldberg, a member 
the law firm of Padway, Goldb 
and Tarrell, Milwaukee, who 4 
representing the union. ; 

Goldberg said the complaint h 
been made to John Schott, 
gional board representative 
Milwaukee, and that the board 
proceed with its own investigatiq 
to determine if there is a caus 

If, after investigation, the 50 
deems there is sufficient eviden 
for a case, the board will order 
hearing, either in Milwaukee | 
Waukesha—probably in Wa 
sha, Goldberg stated. 


Hannifin Buys Rock Rivé 


JANESVILLE, Wis.—The Hann, 
Mfg. Co., Chicago, has_ taken over, 
mock River morene Co. here, whi 
has been operating on @ 
under a receivership for the past 


the Waukesif, 
strike Wednesda: 


limited scaji 


years. The Hannifin Co. lists Genta 


Motors, Chrysler Corp., Ford 
Oo. Smith Co. and the All 


ke 7 
Chalmers Mfg. Co. among its custo’ 


ers. 
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nbef AT Sales in N. West 
im¢ Up; Used CarSales Slow 


nth 
tor qpeATTLE.—New car sales are|ing for Dodge, Plymouth, Chrysler 
A recogw Swinging into brisk activity, pe | De — or ; vi 


of retggle used car business is gener- 
greatagy Slow, in this area. The short- 
for aye of new cars is just beginning 
'y’s hig be relieved. General Motors 
athricgplers are said to be limiting their 

wme, due to the gross profit be- 
insufficient, which in turn re- 


Chevrolet is in first place with 
220 registered sales; Ford second 
with 133, Oldsmobile third with 71 
and Plymouth fourth with 66. 
Buick has a healthy 55 for next 
place, with Nash 48 and Pontiac 


gest D . “- 145 following. Dodge, usually at or 
ve ’ 

uartgie yey Bay oa" This | very near the top in this county, is 

\ tthe We caravan city and state hii at 12th place with 12 sales, De Soto 

here f VS | next with 11, and Chrysler in 16th 

inv subjects of an attack made in t with : i 

vam rt by Gallagher's, spot with a mere two registrations. 


Inability to recently get these 
makes due to the strike is the sole 














oris Nagelvoort, Willys distrib- 
r, back from a trip in the lum- 


w ; 
f the Northwest ts | reason for the lower standings of 

Lb cos om » Feports | these popular 

14.7 pepe ns and mills in full operation. King. Cony evens totals 

“Ris is especially true of the Aber- y 


were 798 this year; 684 for last 


“en and South Bend, Wash., sec- year. 


ns, Where dealers, as a conse- 
nce, are doing nice automobile 
‘Biness and looking forward to a 
1940. ra reports used cars 

y, in most areas, and piling u 
re newhat. sia 
perce Various dealers are using news- 
of 19qmeet display space to help clear 
the emt excess stocks. This is being 

ne in Seattle, Tacoma and other 
jor centers. 


he fi 
eliverg 
vemb 
ms d 


Several Changes 
of 193 


Are Made in 
Goodrich’s Staff 


AKRON.—Several changes in the 
sales staff organization of the B. 


he 19 F. Goodrich Co. are announced by 
ve bygpales figures for King County|C. B. O'Connor, general sales man- 
ease attle) for November, just com- | ager of the tire division. 

aber #2 by the Motor List Co., show] Guy Gundaker jr., who has been 
. 1 og ill effect of the recent Chrysler | with the company since 1924, has 


Yetobafike in the ladder of sales stand- 
will : 
of athrysler Export Men 


Acco 
t loo Leave for Australia 
DETROIT.—E. C. Morse, presi- 


been appointed special represen- 
tative to R. McTammany, assistant 
general sales manager of the tire 
division. Gundaker, manager of the 
automotive accessory division since 
its creation in 1935, is succeeded in 






ease 








mpar@at of Chrysler Corp., Export Di-|that post by E. R. Bell, formerly 
ion, and George H. Strock, man- | anager of the accessories sales 

of ager of the|department of that division. 
Chrysler Export| Appointment of J. T. Staker as 
re Australian Di-| manager of the fleet sales division 
vision left Los|of the truck and bus tire depart- 


ment is announced by W. C. Bray, 
department manager. Staker has 
been with Goodrich since June, 


Angeles for the 
Antipodes Nov. 
8 on the S. S. 


Monterey. 1928. 
“War condi- H. G. Couturier, a member of 
tions, while im-|the Goodrich district staff at Mil- 


waukee, has been appointed west- 
ern manager of the fleet sales di- 
vision, Bray said. Couturier will 
assist the Chicago, Kansas City, 
Milwaukee, Minneapolis, Omaha 
and St. Louis districts on fleet 
sales. 

In the east the activities of J. R. 
Rutherford, eastern manager of 
the fleet sales division with head- 
quarters in New York City, have 
been expanded to aid and super- 
vise fleet sales in Boston, Albany, 


posing unusual 
circumstances up- 
on Chrysler Corp. 
E.C. Morse distributors in 

Australia and 
yew Zealand,” said Morse, “have 
served to intensify their ac- 
‘Bities. We expect our full share 
the available motor car and 
uck business in both of these 
puntries.” Both Morse and Strock 
pect to remain “down under” for 
least three months. 
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New York, Philadelphia, Washing- 
ton, Charlotte and Atlanta dis- 
tricts. Assisting Rutherford will be 
R. E. Montgomery who is being 
transferred from the company’s 
purchasing department after a 
varied background in tire produc- 
tion. 


Auto Workers’ Pay 
Leads All Industry 


WASHINGTON.—Average week- 
ly earnings in the automobile in- 
dustry in September were the 
highest of any manufacturing in- 
dustry studied by the Bureau of 
Labor Statistics of the U. S. De- 
partment of Labor. They amounted 
to $34.60, the next highest being in 
blast furnaces and rolling mills 
where the average earnings were 
$29.75. Weekly hours of labor in 
the industry were 37.5 in Sep- 
tember, and hourly earnings aver- 
aged 93 cents, substantially higher 
than in any other manufacturing 
industry surveyed by the bureau. 


‘‘Dealers Tell Me,” by William C. 
Callahan, is an open forum for the ex- 
pressior of dealers’ opinions. It ap- 
pears weekly in Automotive News. 
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sociated with Studebaker in the 
past. Some have been dealers, 
others have been serving in the 
corporation’s sales or service de- 
partment. Their total experience in 
the automobile business, both re- 
tail and wholesale, amounts to 132 
years. The eight have just been 
“graduated” from an_ intensive 
sales training course, held in South 
Bend under the direction of C. 
Scott Fletcher, sales manager of 
the corporation. 


Diamond-T Boosts 


Truck Warranty 


CHICAGO.—The Diamond T Mo- 
tor Car Co. announces a new war- 
ranty on all Super-Service Trucks, 
covering 100,000 miles or a full 
year. This includes standard, cab- 
over-engine and cab-forward mod- 
els, all of which carry the Diamond 
T Super-Service engine. 

This warranty is made, accord- 
ing to C. A. Tilt, Diamond T presi- 
dent, to focus public attention and 
to make truck buyers fully aware 
of the results of Diamond T’s con- 
sistent program of engineering de- 
velopment, designed to make the 
motor truck a better, less expen- 
sive and more serviceable vehicle. 


Studebaker Adds 
Eight Men to Its 
Field Sales Staff 


SOUTH BEND.— Continual ac- 
celeration of business has brought 
the necessity of further increases 
in Studebaker’s field selling force, 
according to Geo. D. Keller, vice- 
president in charge of sales. Eight 
new factory representatives were 
added to the staff Nov. 15, Keller 
states. 

“With sales increasing and our 
dealer organization growing swift- 
ly, we simply cannot handle the 
business with our present staff,” 
says Keller. “Since September we 
have added more than a score of 
district sales managers.” 

The eight men added to the staff 
in November and their territories 
are: R. R. Powell, special repre- 
sentative; Roy B. Bender, Pitts- 
burgh branch; Jack Manley, New 
York branch; T. G. Heath, South 
Bend branch; Harry R. Goodbody, 
New York branch; Glenn Finney, 
Omaha branch; John J. Schroepfer, 
New York branch and James A. 
Kornegay, Atlanta branch. 

Most of these men have been as- 








There are 
of starts behind a 


BENDIX DRIVE 








MIGHTY impressive record 
stacks up behind the Ben- 
dix Drive. One of the world’s 
most widely used automotive 
units, it has been faithfully 
starting millions of cars auto- 
matically many times a day for 
many years. 


The Bendix Drive is simple, 
foolproof and virtually trouble- 
proof. At the touch of a starter 
button, it takes hold —starts the 
engine —lets go—and then pro- 
tects the starter from damage 
by unintended operation. 


Car owners take such de- 
pendability somewhat for 
granted. But there’s a lot be- 
hind that unfailing service... 
a lot of experience in knowing 
how to build right and sticking 
to the strictest specifications in 


materials and workmanship. 
Bendix Drive is built in 
sizes and types to start every 


kind of automobile, marine or 
Diesel engine. 


ECLIPSE MACHINE DIVISION 
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ELMIRA, NEW YORK 


EL LET LT PERL ATM IE  ESKo 































































OF BENDIX 


401 BENDIX ORIVE, 


BRAKING OFFERING 


BRAKING BACKED By y 
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POWER 
BRAKING 


A BENDIX PRODUCT 


ALL 
BRAKING THAT ADOS LEAST 


BRAKING THAT apps FEWEST 
BRAKING REQUIRING PRACTICALLY NO MAINTENANCE worRK 
INSTANT REMOTE 

ALL EMERGENCY FEATURES oF 
BRAKING EASILY aNnp QUICKLY INSTALLED 
BRAKING THAT LEAVES THE ORIGINAL 
FULL CONTROL OF 
NATION-WIDE, TRAINED, 
BRAKING BACKED wiTH YEARS OF EXPERIENCE 


NAPPROACHED PROTECTION over FUTURE 


CE 


SET _OF BENDI 


PURCHASE ORDER 


from 


Truxville, Transylvania 


BENDIX PRODUCTS DIVISION 
AVIATION CORPORATION 


SOUTH BEND, IND, 


BRAKING THAT MEETS STATE LAWS FoR TRUCKS AND TRAILERS 


WEIGHT 







CONTROL 








TRAIN OPERATION 


SYSTEM INTACT, UNALTERED 
APPLICATION 
COMPETENT SERVICE 










=K_ POWER BRAKING EQUIPMEN 


Bendix BK 


and you’ve bought all the Snel z 
that power braking can provide! 


r ‘ MAKE a moment’s time out for a 
good look at this power braking 


picture, from your point of view! 
Whether you build trucks, sell them, 
service them, insure them or operate 
them, the only reason you have mr 
interest in power braking is because it 
makes a truck safer—easier to ms 
better risk—a better investment with 
lower service overhead. 
Since that’s true, and since one type 
of power braking—Bendix B-K—is so 
outstanding in every respect—reputa- 
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SUPPLY COMPANY, INC. 


orver No, 45 198 


$ LOW FIRST cosT 
~ LOWEST ON aNy 
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SLIGHT COST 
NO CHARGE 
NO CHARGE 
SLIGHT COST 
SLIGHT COST 
SLIGHT COST 
MINIMUM EXPENSE 
NO CHARGE 
SLIGHT COST 
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NO CHARGE 

NO CHARGE 
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B-K Power Braking. . : 

No other type of power braking gives see 
you all of the things you righituty de- f[ 
sire when you buy power braking... ude 
but Bendix B-K does. 

And—this is important — thousands 
of trained service organisations, wen 
coast to coast, safeguard the apres 
of your Bendix B-K system. At ¢ 
A. S. I. Show Booth No. N7-9-11. 


South Bend, Indiana 





